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Babies grow up, but it takes more 
than the march of time to fit them for 
a man’s size job. It takes milk and 
bread, clothes and shelter, medical 
care and education. It takes money 
every month. 

That is why men work and sweat, 
to earn a good living for their children, 
to give them a fair start in life. 

But some fathers do not live to 
finish the job that they set out to do 
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men own life insurance. . . to take 
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and complete the plans that they 
laid so well. 
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Near-Inflationary 
Housing Prices Let 
Companies Unload 


Policy of Selling at Estab- 
lished Figures Helps 


Avert Runaway Market 


NEW YORK — The current 
price increase in the residential field, 
similar to what has been noted earlier 
among farms, is furnishing life compa- 
nies with an excellent opportunity to get 
rid of many of their foreclosed houses 
at good prices. 

In general, the life company policy 
appears to be to sell these properties at 
prices they have previously decided are 
reasonable rather than boosting the ask- 
ing prices as the market level catches up 
with them. This is in line with the 
views recently expressed by Commis- 
sioner A. H, Ferguson of the Federal 
Housing Administration and Commis- 
sioner J. H. Fahey of the Federal-Home 
Loan Bank Administration, who have 
warned of the inflationary possibilities 
of letting residence prices get too high. 


rapid 


Warns of Collapse Danger 


Mr. Fahey warned that the widespread 
buying of homes at inflated price levels 
might turn out to be the first step toward 
another collapse in the mortgage invest- 
ment market, involving losses for home 
owners and lending institutions and im- 
posing a severe strain on the entire na- 
tional economy. He took issue with the 
theory that the buying of real estate, 
without due regard to its long term 
value, is a hedge against inflation and 
said that as a matter of fact buyers of 
homes at inflated prices are very apt to 
find themselves holding an investment far 
out of line with values that are current 
when normal market conditions return. 

Mr. Fahey also urged lending insti- 
tutions holding vacant repossessed home 
properties to sell them now at fair mar- 
ket prices, saying that this action would 
help relieve the pressure on the market 
resulting from current wartime short- 
ages and would put the institutions in a 
more liquid position. 


Can’t Unload Everything 


While it might be thought that the 
present would be a time when life com- 
panies can unload all their foreclosed 
properties at reasonable prices this is 
not entirely the case as there are some 
areas which have experienced no par- 
ticular wartime prosperity, while some 
properties are of a type which makes 
them difficult to move until the right 
buyer comes along. For example a 
large mansion type of residence might 
be unsalable even at a tremendous sac- 
rifice, as far as the general run of buy- 
ers is concerned. yet to a purchaser in- 
terested in establishing a nursing home, 
tor example, it might be worth a good 
price. 

It is quite a temptation to raise the 
price of a real estate when a company 
begins to get nibbles on properties that 
have been hard to move. However, the 
fact that the end of the war appears to 
be in sight makes it more obvious that 
the opportunity to sell at a price that 
will move properties quickly had better 
be grasped while the demand is still 
keen. Also, revolutionary postwar hous- 
ing developments may be expected to 
slash the values of residences built dur- 
ing the war and earlier. 


Hour by Hour Schedule 
at Pittsburgh Is Given 


The completed program for the con- 
vention of the National Association of 
Life Underwriters at Pittsburgh next 
week is announced. 

The daily schedule in tabloid is: 


Monday, Sept. 13 


8:30 a. m.—Million Dollar Round Table, 
Cardinal Room. 

9:30 a. m.—Board of trustees, 
Room. 

11 a. m.—Committee on law and legis- 
lation, Parlor 2, Club Floor. 

7 p. m.—Board of directors, American 
College, Duquesne Club. 

7 p. m.—State association officers’ din- 
ner meeting, Forum Room. 


Forum 


Tuesday, Sept. 14 


9:30 a. m.— Meeting of the 
Council, Ball Room. 

7 p. m.—War bond dinner conference, 
Urban Room. 

7 p. m.—Women’s Quarter Million Dol- 
lar Round Table dinner and conference, 
Forum Room. 


National 


Wednesday, Sept. 15 


8 a. m.—General Agents and Managers 
executive committee breakfast, Parlor E. 

9:15 a. m.—Opening general convention 
session, Ball Room. 

12:30 m.—Women 
luncheon, Forum Room. 

2 p. m.—Women underwriters’ section, 
Cardinal Room. 

2 p. m.—General agents’ 
gers’ section, Urban Room. 
7 p. m—Company dinner meetings. 

10 p. m.—President’s reception and ball. 
Ball Room, 


underwriters’ 


and mana- 


Thursday, September 16 


9:15 a. m.—General convention session, 
Ball Room. 

12:30 p. m.—American Society, C.L.U., 
luncheon and annual meeting, Cardinal 
Room. 


2:30 p. m.—Meeting of the national 
council, Ball Room. 
7 p. m.—Supervisors’ dinner meeting, 


Cardinal Room. 
Friday, Sept. 17 


9:15 a. m.—General convention session, 
Ball Room. 

1 p. m.—Fellowship luncheon, 
Room. 

The detailed program for the general 
sessions is: 
General Session, Wednesday 


President, Grant Taggart, chairman of 
the session. 

Invocation—Father Raymond V. Kirk, 
president Duquesne University. 

Welcome to Pittsburgh— Edward M. 
Aiken, president Pittsburgh association. 

Introduction of special guests. 

Report of the president. 

“Organized Effort in a Disorganized 
World’—Harold §S. Parsons, Travelers, 
Los Angeles. 

“Report of Joint Committee on Field 
Cooperation”—Philip B. Hobbs, Equitable 
Society, Chicago. 

“Where Are We Going?’—Paul F. 
Clark, vice-president John Hancock Mu- 
tual Life. 


Women’s §S 


Urban 


ion, Wed day. 

Elsie M. Matthews, presiding. 

The theme—Mildred F. Stone, Mutual 
Benefit Life, program chairman. 

“Business Which Women Are Writing” 
—Beatrice Jones, Guardian Life. 

“Where to Look for Business Today— 
By Ten Women Who Find It”—Sarah B. 
Smith, Equitable Society, Fairmont, 
W. Va.; Hazel C. Herrmeyer, Penn Mu- 
tual, Minneapolis; Hazel B. Price, Union 
Mutual Life, Pittsburgh; Elma Easley, 
California-Western States, Portland, Ore.; 
Anna L. Wiswell, Penn Mutual, Philadel- 
phia; Lillian L. Joseph, Home Life, New 
York; Corinne V. Loomis, John Hancock, 
Boston; Helen B. Rockwell, National, 
Cleveland; Lorraine L. Sinton, Mutual 
Benefit, Chicago; Helen M. Zepp, Equita- 
ble Society, Chicago. 

“Yesterday and Tomorrow”’—Elsie M. 
Matthews, Connecticut Mutual, Newark. 





Managers’ Session, Wednesday 


Osborne Bethea, New York, 

Presentation of Award for Best Arti- 
cle in Manager’s Magazine—R. Maxwell 
Stevenson, Berkshire Life, Pittsburgh. 

Awarding Manager’s Magazine Trophy 


chairmanh. 


—Clifford H. Orr, National Life, Phila- 
delphia. 

Panel discussion — ‘The Challenge to 
Trained Leadership”: 

I. The Supervision Angle. 

“Management Does It’—W. kK. Nie- 


mann, Bankers Life of Iowa, Des Moines. 

“Supervision Under Tomorrow’s Stand- 
ards’ —W. Almon Lonsford, Common- 
wealth Life, Louisville. 

“Setting the Pattern Today’’—Hugh 8S. 
Bell, Equitable Life of Iowa, Seattle. 

Il. Recruiting and Selection. 

“Manpower Development Today”—Ray 
E. Habermann, Northwestern National, 
Minneapolis. 

“Manpower Development Post War”’— 
Anton F. Haas, Mutual Life, Philadel- 
phia. 

“Linking Today’s Needs and Tomor- 
row’s Requirements’— William A. Ar- 
nold, II, Penn Mutual, Harrisburg. 

III. Compensation and Leadership. 

Alfred J. Johannsen, Northwestern Mu- 
tual, Brooklyn. 


IV. Training Viewpoints. 

“Training for Agent Currently Active” 
—Ben H. Williams, Mutual Life, New 
York. 


V. Summarizing the Panel. 

John M. Holcombe, Jr., Sales Research 
Bureau, Hartford. 

“The Challenge to Trained Leadership” 
—John A. Stevenson, president Penn Mu- 
tual Life. 


General Session, ‘Thursday 


Herbert A. Hedges, chairman of the 
session. 

Invocation—Rabbi B. A. Lichter, B’Nai 
Israel Congregation. 

“The American College Hour’—Julian 
S. Myrick, chairman of the Board, pre- 
siding. 

“You'd Betted Think Twice About It’— 
Irvin Bendiner, New York Life, Philadel- 
phia. 

“Effective Wartime Selling’—Edward 
L. Reiley, Penn Mutual, Cleveland. 

“Million Dollar Round Table Hour’— 
Ron Stever, Equitable Society, Los An- 
geles, presiding. 

George W. Stewart, Penn Mutual Life, 
Pittsburgh. 

Loren D. Stark, Connecticut Mutual 
Life, Houston. 

“Life Insurance and the Life Under- 
writer in the Post War Economy”—Paul 
G. Hoffman, president the Studebaker 
Corporation, and chairman of the com- 
mittee for economic development of the 
department of commerce. 
Supervisors Dinner, Thursday 

John C. Sheedy, Reliance Life, Pitts- 
burgh. 

Speaker—Vincent B. Coffin, vice-presi- 
dent Connecticut Mutual. 

General Session, Friday 

Judd C. Benson, chairman of the ses- 
sion. 

Music. 

Invocation—Dr. Clarence E. Macartney, 
First Presbyterian Church. 

Report of the committee on nomina- 
tions. 

Report of the committee on resolu- 
tions. 

Presentation of membership awards. 

“What Most Ordinary Agents Don’t 
Know”— Woolf Guon, Metropolitan Life, 
Chicago. 

“Your Greatest Opportunity Is Now”’— 


John FP. Costello, Southwestern Life, 
Dallas. 
“Keep on the Beam”—William G. 


Power, Public Relations Department, 
Chevrolet Motor Car Company, Detroit. 


Fellowship Hour, Friday 


Past President John A. Witherspoon, 
presiding. 

Presentation of New Officers, Trustees, 
past national presidents, Pittsburgh offi- 
cers and convention committee chairmen. 


Financial Section 
Program Announced 
for Annual Muster 


Celebrated Speakers 
Will Contribute to This 
Year's Schedule 


John L. Sullivan, assistant Secretary 
of the Treasury, Washington, D. C.; W. 
A, Patterson, president United Air 
Lines Transport Corporation, Chicago; 
R. V. Fletcher, vice president Associa- 
tion of American Railroads, Washing- 
ton, D. C., and Dr. O. B. Jesness, chief 
of the Division of Agricultural Eco- 
nomics, Department of Agriculture, 
University of Minnesota, St. Paul, are 
among the outstanding men from out- 
side the life insurance industry who are 
to address the Financial Section of the 
American Life Convention at the annual 
meeting at the Edgewater Beach Hotel, 
Chicago, Oct. 4-5. 

E. A. Camp, Jr., vice-president and 
treasurer of Liberty National Life, is 
chairman of the Financial Section. Paul 
E. Fisher, treasurer Indianapolis Life, is 
vice-chairman and N. H. Nelson, vice- 
president and treasurer of Minnesota 
Mutual Life, secretary. 

Another address will be given by Dr. 
Marcus Nadler, professor of finance, 
New York University, and consultant 
economist, Central Hanover Bank & 
Trust Company, New York City. He 
has served on the faculty of the semi- 
nars given by the section in conjunc- 
tion with Indiana University at Bloom- 
ington, Ind., and has also appeared on 
the program of past annual meetings of 
the section. 


Dr. Jesness Address Scheduled 


The program for the two-day meeting 
will open with a luncheon. Chairman 
Camp will preside. 

The guest speaker will be Dr. Jesness. 
His subject is “War Problems of the 
Farmer.” 

The afternoon session will follow. It 
will open with the “Chairman’s Re- 
marks,” by Mr. Camp, who will detail 
some of the outstanding problems that 
now face the financial departments of 
life companies. 

“What We Know—What We Do Not 
Know—About Mortgage Loans,” is the 
subject of an address to be given by L. 
Douglas Meredith, vice-president and 
treasurer, National Life of Vermont. 
He is regarded as an authority on mort- 
gage investments. 

He will be followed by F. W. Hub- 
bell, president Equitable Life of Iowa, 
on “Investment Indications.” 

The final address of the afternoon ses- 
sion will be the talk by Mr. Patterson. 
His subject has not been announced but 
probably it will deal with the aviation 
industry in its relationship with life in- 

(CONTINUED ON PAGE 22) 





National Meet to Be 
Reported in Dailies 

Three special daily issues of 
The National Underwriter will be 
mailed to subscribers from Pitts- 
burgh next week covering the 
proceedings of the annual meeting 
of the National Association of 
Life Underwriters. 


i 














2 


FieNATIONAL UNDERWRITER. 


\ 


September 10, 1943 








Pension Trust Memorandum Is 
Issued by Insurance Groups 


Special committees, representing the 
National Association of Life Underwrit- 
ers, American Life Convention, and As- 
sociation of Life Insurance Presidents, 
have been conferring with representa- 
tives of the Treasury Department in an 
attempt to reach a clear understanding 
of the new pension trust regulations, 
T.D. 5278. A conference, held on Aug. 
19, was devoted largely to questions of 
a general nature. 

There follows a summary of the infor- 
mation developed by these informal dis- 
cussions, prepared by the special com- 
mittees, and the conclusions expressed 
are their sole responsibility. It has no 
official status. Nevertheless, it is hoped 
that it may serve as a guide to home of- 
fices and agents in matters relating to 
pension trusts. 

A second conference with Treasury 
officials, held on Sept. 2, was devoted 
primarily to specific questions of general 
interest. It is expected that a report on 
the results of this meeting will be re- 
leased shortly. 

In the following, all sections refer to 
sections of the Internal Revenue Code 
unless preceded by the number 19, in 
which case, they refer to sections of the 
Regulations. 

I. Procedure in Determining (i) Compli- 
ance With Section 165(a) and (ii) 


Deductibility of Contribution Under 
Section 23(p) (11) 


1. The pension trust group, income 
tax unit, Bureau of Internal Revenue, 
will pass upon the qualification of all 
pension trusts under Section 165(a). 
Byron J. Harrill is head of this group. 

2. It is the present intention not to 
waive any of the information called for 
by Section 19.165(a)(1)-1(c) or Section 
19.23(p)(1)-2 in the first year even in 
those cases where it is desired merely to 
determine whether or not a trust quali- 
fies with respect to paragraphs (3)(b) 
or (4) of Section 165(a). If, however, 
the employer wants to take the responsi- 
bility of submitting incomplete informa- 
tion, he may do so at the risk of being 
asked to supplement it later. Inciden- 
tally, it was felt that the question of dis- 
crimination as to classification of em- 
ployes under section 165(a)(3)(B) can- 
not be divorced from the question of dis- 
crimination as to contributions and bene- 
fits under Section 165(a) (4). 


Won’t Give Advance Opinions 


3. In accordance with its usual prac- 
tice, the Treasury Department does not 
intend to give any advance opinions with 
regard to the deductibility of any con- 
tributions under section 23(p). This 
question will be determined after the tax 
return is filed when the field audit is 
made. 

4, There is no special method or form 
presently proposed for use in. furnishing 
the information required by section 19.23 
(p) (1)-2. 

5. If the information required by sec- 
tion 19.23 (p)(1)-2 is being filed in ad- 
vance of filing the tax return for the 
purpose of establishing the qualification 
of the plan under section 165(a), it 
should be filed with Mr. Harrill. If it 
is being filed for the purpose of establish- 
ing deductibility of contributions claimed 
under section 23(p), it should be filed, 
along with the income tax return, with 
the collector of internal revenue for the 
appropriate district. If, at the time of 
this filing, a ruling has been obtained as 
to the qualification of the plan under 
section 1€5(a), a copy of that ruling 
should be attached to the tax return. 


Should Complete Modification 


6. It was suggested that if an em- 
ployer intends to modify an old plan so 
that it will comply with new Section 
165(a), it is advisable to complete the 


modification before submitting the plan 
for ruling. If proof of compliance with 
section 165(a) is needed in connection 
with the audit of the 1942 tax return, it 
can be explained that the plan is in 
process of revision and request can be 
made that this phase of the audit be 
postponed until after the revision has 
been completed. 


II. Deductibility of Contributions Under 
Section 23(p) (1) 
1. The first paragraph of Section 


19.23(p) (1) (A)-3 provides, in part, 

“Each employer desiring to fund un- 
der clause (ii) shall submit the proposed 
method to the commissioner and receive 
approval of such method before the re- 
sults will be acceptable.” 

It was thought that there would prob- 
ably not be many cases where it would 
be necessary for the commissioner to 
approve a method of funding under 
clause (ii) because the regulations also 
provide that any method which does not 
fund the cost of past service credits 
more rapidly than that permitted under 
clause (iii) will be acceptable and ap- 
proval will not be necessary. Moreover, 
the thought was expressed that, except 
in most unusual cases, the acceptability 
of any funding method under clause (ii) 
would be measured against the speed of 
funding under clause (iii) and only those 
methods funding less rapidly would be 
acceptable. The commissioner is likely 
to be so busy that any ruling on clause 
(ii) fundings may be long delayed. One 
reason that little use is expected to be 
made of clause (ii) is because there is a 
possibility that clause (iii) may be con- 
strued by the Treasury as permitting, in 
some cases, a funding of the cost of 
past service and other supplementary 
pension or annuity credits more rapidly 
than had been thought possible. For the 
present, however, it is suggested that 
employers compute the cost of past serv- 
ice and other supplemental pension or 
annuity credits as of the date when such 


benefits are included in the plan. The 
maximum allowance under clause (iii) 
would then be 10% of this amount plus 
the normal cost. “Normal cost,” which 
is not to be confused with “cost of fu- 
ture service,” is determined in accord- 
ance with the second paragraph of sec- 
tion 19.23(p) (1) (A)-4. 


Bracketing Two Columns 


2. In the case of an insured plan 
where the premium payments for each 
employe run for at least 10 years and 
when no retirements are scheduled be- 
fore the expiration of 10 years, there 
should be no question of meeting the 
requirements of clause iii) of section 
23(p) (1) (A). While it is not the com- 
missioner’s intention to waive any in- 
formation i in the first year in such cases, 
it is only necessary to show the com- 
bined cost of past and future service; in 
other words, if appropriate explanation 
is given, the two columns may be 
bracketed. 

3. Contributions made under money 
purchase plans (ie., plans under which 
a fixed percentage of salary is used to 
purchase whatever amount of benefit 
can be obtained) may be deductible 
whether the contribution is 5%, 15%, or 
any other percentage of salary as long 
as the contributions are reasonable and 
non-discriminatory. If the amount of 
contribution for retirement benefit only, 
including any credits, falls within the 
5% limit, there should be no question of 
deductibility. If some part of the 5% 
contribution is applied to the payment 
of insurance protection under the rule 
of section 19.165(b)-1, the remainder, 
which is assumed to be applied toward 
the retirement benefit, may develop 
some discrimination because of the va- 
riation of the cost element as between 
ages. It might be larger in those cases 
where the plan is based upon the pur- 
chase of whole life or other less ex- 
pensive plans of insurance. Incidentally, 





Calendar Presents American Scene 








Connecticut Mutual Life again is 
presenting a calendar with paintings by 
contemporary American artists for 1944. 
For the sixth consecutive year, this cal- 
endar has been made available to agents. 
The frontispiece carries season’s greet- 
ings under an appropriate etching of a 
winter scene, then follow 12 pages of 
color reproductions from works of well- 
known American artists, including Aldro 
T. Hibbard, Hans Kleiber, Alfred Owles, 
Arthur D. Fuller, Gordon Grant, Luigi 


Cecil C. Bell, W. Goadby 


Lucioni, 
Lawrence, Anthony Thieme, Dale Nich- 


ols, Rockwell Kent and Loren Barton. 
The back page contains a short inter- 
pretation of each painting, written by 
the artist himself. 

Considerable interest in this type of 
advertising by agents is reported, and 
the calendar is deemed especially helpful 
in the present day when frequent per- 
sonal contacts are difficult. Four of the 
scenes are shown above. 


deductions will be allowed (if otherwise 
proper) for contributions made for the 
payment of premiums for any kind of 
insurance policies or annuity contracts, 

4, Contributions paid under a reason- 
able and nondiscriminatory money pur- 
chase plan may be deducted by the em- 
ployer under clause (i), clauses (i) and 
(ii) or clause (iii) at the employer’s 
option. As has been indicated above, 
however, the test of clause (iii) is likely 
to be determinative of maximum rapid- 
ity of funding. 

5. If, in the case of a qualified pen- 
sion trust under which individual con- 
tracts are purchased from an insurance 
company by the trustee, dividend accu- 
mulations are vested in the individual 
employes on the condition that the 
trustee has the right to use such ac- 
cumulations to continue premiums pay- 
ments in case the employer discontinues, 
there is not complete vesting and, there- 
fore, there is essentially no difference 
between this arrangement and that by 
which dividends are credited to the trus- 
tee. In both cases, since no increased 
benefits are purchased, the employer 
must reduce the amount of his contri- 
bution by the amount of dividends cred- 
ited to the trustee in determining his 
tax deduction. This tax deduction, to 
the extent of these dividends, would be 
allowed only when they fully vested in 
the employes, e.g., when they were ap- 
plied by the trustee to continue pre- 
mium payments. 

6. If dividends are allowed to accu- 
mulate to the credit of the trust, in the 
case of a trust of the type just de- 
scribed, the amount of contribution de- 
ductible for the year must be reduced 
by the amount of dividend credited to 
the trustee. 


Ill. Meaning of Items Required by 


Section 19.23(p)(1)-2 


1. While some of the data required by 
section 19.23(p)(1)-2 is described in 
terms which seems to be generally more 
applicable to  self-administered plans, 
nevertheless the language used was de- 
signed to cover all types of plans and 
should be so interpreted. None of these 
data is expected to be waived in the 
first year but, in many special cases, 
very simple answers will be possible. 
In all cases, it will be helpful in inter- 
preting the regulations to have in mind 
the purpose for which the information 
is required. 

2. Photostatic copies of contracts will 
suffice under item (a) of Section 19.23 
(p)(1)-2. These must be verified by the 
employer. 


Printed Booklet Not Enough 


Generally, a printed booklet of the 
type often furnished to employes will 
not constitute a satisfactory description 
of the plan as required by item (b) of 
section 19.23(p)(1)-2. Since this state- 
ment is expected to be in a summary 
form, the plan can usually be described 
more simply than would be necessary 
in a booklet. In some particulars also, 
the summary must cover certain mat- 
ters not usually treated in a booklet. 
It would be advisable to submit, how- 
ever, along with the other data, any 
booklet or any printed material which 
was used to acquaint the employe with 
the plan as evidence that the plan has 
been properly explained to the employes. 

3. There should not be listed under 
item (c)(7) of section 19.23(p)(1)-2 as 
compensation paid in the form of in- 
surance protection any part of the life 
insurance protection provided under the 
pension plan and required to be re- 
ported under item (c)(9) (ii). 

4. See I-2 on reporting data for past 


(CONTINUED ON PAGE 21) 
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Compensation Plan 
Meets Approbation 
with Most Agents 


Committee Has Achieved 
Real Work and Got 
Fine Results 


NEW YORK—tThe general impres- 
sion prevails among thinking life people 
that the joint committee that has been 
studying the subject of revised compen- 
sation for producers has done an excel- 
lent piece of work. While some of the 
avenues along which it worked were 
partly explored previous to its appoint- 
ment the members have made a more 
comprehensive survey. The committee 
approached the subject of revised com- 
pensation with an open mind. There 
are no radicals on the committee. They 
realized that any conclusion would have 
to be a give and take proposition. 


Establishment of Pension System 


One of the greatest accomplishments 
of the committee has been the establish- 
ment of pension systems for agents, at 
present there being about 60 companies 
writing 80% of the business in the coun- 
try setting up such plans. When the 
committee took hold of the subject of 
compensation there were very few pen- 
sion plans for agents. Many offices had 
pension plans for salaried employes. 
The committee realized that it should 
not recommend any particular plan for 
pensions as that is a company matter 
but it charted a suggested course. Some 
companies have adopted rather liberal 
pension provisions. Some have started 
with schemes that are limited but un- 
doubtedly they will be expanded. The 
pension plan for agents is growing and 
it will extend itself to many’ other com- 
panies. Therefore, the committee has 
done much for the rate book men in that 
regard. Men selling life insurance be- 
lieve in security for themselves and they 
have provided as best they could through 
life insurance but it has been an encour- 
aging feature that the companies are 
voluntarily installing pension systems. 


Objective of the Committee 


The committee’s main objective was 
to reward the intelligent, service giving 
and competent agents who stay in the 
business and look after their policyown- 
ers. The thought was uppermost in the 
minds of the members representing the 
Research Bureau committee and that 
from the National Life Underwriters 
Association. As conditions were ex- 
plored it was found that there were en- 
tirely too many impermanent, incompe- 
tent and misfit men in the business and 
that those who deserved recognition 
were not getting what they deserved. 
Hence there should be some _ plan 
worked out so that “the honest to good- 
ness” qualified life men should make 
more money. This did not mean that 
It would cost the policyholders any 
more. The committee did agree how- 
ever that there might well be a read- 
justment in the compensation plan 
whereby the agent who stayed in the 
business and continued to secure appli- 
cations would get proper competence. 


Compensation Scale Basis 


The committee, of course, was con- 
fronted with state laws and regulations 
and therefore when it set up a compen- 
sation plan it had in mind as a basis the 
limitations under the New York laws. 
Therefore this basis could be multiplied 
to suit the policy of a company not li- 
censed in New York. A company pay- 
ing higher commissions durdiaee could 


(CONTINUED ON PAGE 21) 


= 


Garrison Named 
Cal. Commissioner 


Governor Warren Names 
Los Angeles Insurance At- 
torney; Succeeds Caminetti 


LOS ANGELES—Governor Warren 
has appointed Maynard Garrison, Los 
Angeles attorney, insurance commis- 
sioner of California for a four-year term. 
He succeeds A. Caminetti, Jr., whose 
term expired in June but who has con- 
tinued in office ad interim. The an- 
nouncement was accompanied by a 
statement that Judge Caminetti will 
have a period of approximately 30 days 
to conclude his departmental activities. 

Mr. Garrison, who is a member of 
Betts & Garrison, law firm, stated 
he plans to “have my administration re- 
flect the policies of Governor Warren. 
The office will be conducted in a thor- 
oughly fair and impartial manner. The 
laws relating to the insurance business 
will be strictly enforced.” 

The new commissioner is a native of 
California, and was born Feb. 25, 1906. 
He graduated from Loyola University 
and its law school with a degree in 1929 
and was admitted to practice law in 1929. 


Started with Auto Club 


He was employed by the Insurance 
Exchange of the Automobile Club of 
Southern California in 1924 and was ap- 
pointed associate counsel in 1929. He 
continued as associate counsel specializ- 
ing in trial work until April, 1932. He 
then entered private practice, still sne- 
cializing in insurance matters. He 
is a member of the Insurance Section of 
the American Bar Association and the 
International Association of Insurance 
Counsel. 

In his letter to Commissioner Cami- 
netti Governor Warren said he proposed 


Frank E. Spain Has Had 
Distinguished Career 





Frank E. Spain of Birmingham, Ala., 
the new chairman of the insurance 
section of the 
American Bar As- 
sociation, has had a 
distinguished legal 
career, since he 
took his law degree 
at the University of 
Alabama in 1913. 
He is vice-president 
and general counsel 
of Liberty National 
Life of Birmingham 
and vice - president 
and general counsel 
of Bankers Fire & 
Marine. He is also 
general counsel in 
Alabama for U.S.F.&G. He served in 
the first world war as a second lieutenant 
in the heavy artillery. Last year he acted 
as vice-chairman of the bar group’s in- 
surance division. 





F. E. Spain 








to “appoint another person to the posi- 
tion” and “in doing so, I have no in- 
tention of reflecting upon the quality of 
the service rendered by you, but, on the 
contrary, I desire to express my appre- 
ciation for the service which you have 
rendered.” 

Commissioner Caminetti replied that 
“T will not pretend that I leave the de- 
partment of insurance without regret. 
Although the office has been no bed of 
roses, it has been my good fortune, with 
the able assistance of a loyal and com- 
petent staff, to administer it in what I 
have been encouraged to believe a suc- 
cessful manner.” 

Mr. Garrison was guest at a cocktail 
party given in his honor by insurance 
men in Los Angeles with more than 100 
present. Wilson Pierce, Jr., president 
of the Insurance Exchange of Los An- 
geles, presided. 











office :— 


to the war. 


think about at home. 


in their lives before. 
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WILLIAM H. KINGSLEY 
Chairman of the Board 





OUTSIDE LOOKING IN 


One of our underwriters, now a Lieutenant in the U. S. 
Army, stationed somewhere in England, wrote to his old 


“Life insurance means more to me every day. We are close 
My friends are getting hell in North Africa, and 
as the bombers go out at night, or as we hear the sirens, there 
are just a lot of things we think about here that the folks don’t 
If I were back now, I wouldn’t take 
just any kind of answer from a real prospect. 
message to the boys is to work harder than they ever worked 
Just think 24 hours a day what income 
means to families whose fathers and husbands are thousands 
of miles away wondering when their number is coming up. 
Put something into your sales talk.” 


From a former underwriter now in the Army and assigned 
to “sales” of government insurance :— 


“Tell the fellows it is terrible to interview boys of ages 18 
to 38 and hear some say, ‘I never owned any commercial life 
insurance, or ‘I dropped it when I went into the service.’ 
Honestly, it hurts. Also when I come to Question 12, life 
insurance on the wife ;—80 percent say, ‘Don’t own any on my 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


My only 
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JOHN. A. STEVENSON 
President 

















Big Increases for | 
N. Y. Life Despite 
Smaller Field Force 


Average Commissions 
Currently 28° Ahead of 
1942, and 59°, Above 1939 


NEW YORK—New York Life’s ex- 
perience is an excellent example of the 
way in which many life companies are 
increasing their production in spite of 
having a smaller number of agents. In 
the course of his talks at a number of 
the company’s regional conventions 
Vice-president Dudley Dowell gave 
some figures on this point that are very 
significant. 

During the first half of this year New 
York Life received 111,540 applications 
for $269,090,000 as against 94,404 applica- 
tions for $207,426,000 in the first half of 
1942. Insurance in force increased $87,- 
900,000 as against an increase for the 
first half of 1942 of $76,200,000. This 
record was accomplished despite the fact 
that the company has a smaller number 
of agents today than at any time for the 
last 25 years. Out of a total of 5,844 
agents on the rolls on June 30 of this 
year, 989 were in military service or in 
vital defense industries. Furthermore 920 
agents out of the total are superannu- 
ated on account of age or disability, 
while if the 643 active part-time agents 
are subtracted the company had on June 
30 a net total of only 3,292 active full- 
time agents. 

Average production for the month of 
June was $15,443 as against $11,025 for 
June, 1941, and $9,031 for the same 
month of 1939. The average first year 
commissions paid to New York Life 
agents in the first six months of this 
year were 59% greater than for the first 
half of 1939. This compares with an in- 
crease for the first half of last year of 
24% over the first half of 1939. Thus, 
the first half of 1943 was 28.2% ahead of 
the first half of 1942. 

The same encouraging trend prevailed 
during August, according to Mr. Dowell. 
Written business for August showed a 
34% increase over August, 1942, and 
paid-for showed a 52% rate. For the 
first eight months of the year written 
business is ahead 29% while paid-for 
shows a 5% gain. The relatively 
smaller paid-for gain is mainly due to 
the big January, 1942, carry-over of busi- 
ness written during the war risk boom 
late in 1941. At the present pace Mr. 
Dowell feels that New York Life’s paid 
business for this year should exceed last 
year by 14 to 15%. Not only is the vol- 
ume showing a fine record but the qual- 
ity is the best the company has ever 
written. 

In addressing the regional gatherings 
Mr. Dowell emphasized the progressive 
steps which the company has taken, in- 
cluding liberalization of the Nylic com- 
pensation plan, extension of non-medical; 
juvenile insurance; liberalizations of un- 
derwriting rules, new sales plans, and 
the agents’ educational course. In con- 
nection with non-medical he mentioned 
that 90% of the agents submitted non- 
medical business between Aug, 14, 1942, 
and April 30, 1943, while in one recent 
week more than 55% of the applications 
received were on the non-medical form. 
He said that a continuous study is being 
made of each agent’s non-medical busi- 
ness. In view of all the current favor- 
able factors Mr. Dowell declared that 
“our work is becoming more interesting 
and challenging, opportunities to be of 
service are multiplying and our ability 
to earn commissions should be increas- 
ing.” 








Civilian Health 
Condition Is 
Generally Favorable 


OWI Makes Survey 
of Wartime Picture— 
Cites Doctor Shortage 


Despite critical shortages at many 
points in the medical of the 
nation, a generally favorable picture of 
civilian health was by the 
Office of War Information on the basis 
of data from the United States Public 
Health Service, War Manpower Com- 
mission and Federal Works Agency. 

Statistics of the Public Health Serv- 
ice show the lowest death rate on rec- 
ord, 10.3 per thousand for 1942. The 
birth rate has risen from 18.7 per thou- 
sand in 1941 to 20.7 in 1942, and the 
maternal mortality rate has dropped, for 
the 13th consecutive year, and for 1942 
was about three deaths per thousand 
live births. Infant mortality also con- 
tinued to drop, falling to 40 or 41 per 
thousand live _ births. The general 
death rate is a little less favorable so 
far this year. 

More Man Days Lost 


Statistics on a sampling of workers, 
concerning sickness which caused ab- 
sences of longer than eight days, show 
an increased number of man-days lost, 
especially from respiratory sickness. 
However, according to the industrial 
hygiene division of the Public Health 
Service, this increase is not greater than 
Was expected from the strain of war- 
time living and working conditions. 

The 1942 and more recent reports on 
communicable diseases, perhaps not the 
best gauge of adult health, show a 
mixed tendency. Influenza and typhoid, 
normally danger points under war con- 
ditions, were in 1942, below the peace- 
time average. Infantile paralysis and 
meningococcus meningitis (cerebro- 
spinal fever) showed sharp increases 
this year. There have been flareups of 
smallpox, and sporadic outbreaks of 
food poisoning and dysenteries. Strenu- 
ous efforts are being made to control 
the traditional wartime upturn of vene- 
real diseases and tuberculosis deaths. 
The latter has not yet begun to show 
in health records. 


Shortage of Doctors 


The shortage of doctors for civilian 
practice will continue to increase in- 
definitely unless the requirements of the 
armed forces are revised. 

This arises, first, from the fact that 
the armed forces have commissioned, to 
date, only a little more than 80% of 
their stated needs and are continuing to 
withdraw physicians from civilian prac- 
tice; secondly, from the fact that 80% 
of all new medical graduates will be 
commissioned. 

There is no guarantee that a full 20% 
of these graduates will remain for 
civilian work. Even if the 1,500 repre- 
sented by this percentage should remain, 
they would supply only about half the 
replacement needed in peacetime, since, 
on the average, 2,500 to 3,000 doctors 
die annually. 

Although it is logical to expect a 
greater number of deaths in war years 
from the strains of overwork, there is 
no evidence of this to date. 


defenses 


presented 





The W. J. Dunsmore agency of Equit- 
able Society in New York reports that 
August paid-for business is more than 
double that of August, 1942. All 20 ac- 
tive men were pro-rata production club 
members Aug. 1. 
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17.1 Million 
Women at Work: 
Big Market Seen 


An indication of the extent of the cur- 
rent women market for life insurance 
is given in the War Manpower Commis- 
sion release reporting that over six mil- 
lion more women are employed today 
than in July, 1940, and 17.1 million wo- 
men are at work as compared with 14.1 
a year ago, and 10.8 in 1940. 

The increase in the three-year period 
was effected in part by the reemploy- 
ment of jobless women seeking work. 
Unemployment among women dropped 
from 3 million in July 1940 to a prac- 
tically irreducible minimum of about 
one-half million in July, 1943. The re- 
maining increase was due to a net gain 
to the labor force of close to four mil- 
lion women, of whom probably three 
million would not have been attracted to 
the labor market under normal peace- 
time conditions. 


Great Increase in Female Help 


About three-fifths of the total increase 
in the female labor force since 1940 oc- 
curred in the last year, when the number 
of women working or seeking work rose 
from 15.2 million in July, 1942, to an all- 
time peak of 17.1 million in July, 1943. 
There is reason to believe, however, that 
the record number of women in the labor 
force in July of this year is a temporary 
phenomenon and that in actual fact the 
rate of increase in the year-round labor 
force in recent months has been declin- 
ing. Normally the labor force in the 
summer months contains many seasonal 
workers chiefly in agriculture who leave 
the labor market when the seasonal de- 
mand is over. 

This year, over and above the normal 
summer increase, there has been an in- 
flux of approximately a million or more 
additional women workers. Much of 
this influx is due to the above normal 
entrance into the labor market of stu- 
dents, many of whom are expected to 
return to school in the fall. This move- 
ment into and out of the labor market 
is an annual phenomenon, but just as 
the number taking employment is larger 
this year due to unusual employment op- 
portunities for young people, the cut- 
back also may be more severe than 
usual. 


New York Life 
Gets Out Unusual 
Budget Record 


New York Life has issued a budget 
book for its agents to present to pros- 
pects or insured which has several un- 
usual features. It contains 40 large 
pages, 8% inches by 11, which means 
plenty of space and includes blank col- 
umns and pages for notes. There are 
two full pages for each month’s expendi- 
tures. 

The book contains no complicated for- 
mulae as to how much the user should 
spend for any particular budget classi- 
fication. Each user. works out his own 
budget and keeps track of expenditures 
and savings. The budget can be started 
at any time. 

The book is made up in such a way 
that it is flexible for all families in all 
seasons. It retains the “accordion prin- 
ciple” which was introduced in an earlier 
New York Life budget book so that if 
the person exceeds his budget in a par- 
ticular expenditure classification in any 
month he can make it up the next month 
without upsetting his entire budget. 


Space for Tax Memoranda 


There are six large pages for federal 
income tax memoranda. This is a new 
feature which simplifies the task of pre- 
paring federal income tax returns. There 
is also plenty of room to jot down num- 
bers and other data about war bond pur- 


chases, which is important, particularly 
if the bonds themselves are lost or mis- 
laid. There is also space to keep an ac- 
count of premium payments, dates and 
other information about life insurance 
policies and for property and liability in- 
surance policies. A reminder of install- 
ment payments owed and when due is a 
convenient feature of the book. A three 
year calendar is included for ready refer- 
ence. 

A. H. Thiemann, assistant secretary of 
the company, points out that people are 
becoming budget conscious nowadays, 
and the space for income tax memoranda 
will be particularly helpful in making 
out Sept. 15 and subsequent returns. 
Distribution of the budget book is being 
confined generally to New York Life 
agents for use with policyholders and 
prospects. 





Republic National Awards 


Republic National Life has instituted 
the practice of presenting awards to 
home office employes for length of serv- 
ice. First to be honored was Miss Helen 
Braden, secretary to President Theo P. 
Beasley, who has completed 13 years of 
continuous service. Also receiving a gift 
for 10 years’ continuous service was Mrs. 
Corine Bryan, head of the policyowners 
service department. 

Mr. Beasley presented each a wrist 
watch and band, in the presence of the 
60 home office employes. 


Company Officials 
Are Interested in 
Mortgage Muster 


A number of life companies will have 
representatives at the meeting of the 
Mortgage Bankers Association at the 
Drake Hotel, Chicago, Sept. 23-25. The 
reason for this is that the companies de- 
sire to keep in close touch with this 
group. Life companies are in competi- 
tion for loans with federal agencies and 
other loaning bodies. The National 
Life & Accident of Nashville, for ex- 
ample, always is prominent at mortgage 
bankers meetings. It gives a breakfast 
to the delegates, it being a_ typical 
southern one. Life companies are mak- 
ing a careful study of the mortgage sit- 
uation not only of city property but 
farm. They are not taking large 
chances but they desire to get their 
rightful share of the loans. 





The members of the O. P. Schnabel 
agency of Jefferson Standard Life in 
San Antonio, who have qualified on a 
quota basis of written and paid business, 
will be guests of Mr. Schnabel at New 
Braunfels, Tex., Sept. 10-12. 








job that must be done. 





“Back the Attack’”’ 


This week marks the initiation of the Third War Loan Drive. 
Throughout the U. S. more than 23,000 members of the 
National Association of Life Underwriters will swing into 
action. On the shoulders of the men in the field will again 
rest the major job of installing payroll deduction plans; 
increasing those already established. 


There is no more important job on the home front than the 
job of financing the war and no single industry is saddled 
with the responsibility for such a large share in the over-all 


Numbered in the army of life underwriter volunteer work- 
ers this week are many men of the Commonwealth. Com- 
monwealth encourages the participation of its men in every 
civilian activity which contributes to the winning of the war. 











WHERE QUALITY MEN ARE BUILDING QUALITY VOLUME. 
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or @ There are now 1,082 living Senior Nylics, including 116 New York Life agents who became 
Senior Nylics with the Class of 1943. 

el 

’ @ These Senior Nylics, under the terms of their Nylic agreement, have earned the right, 

m by qualifying for 20 consecutive years under the rules of Nylic, to receive regular income checks, 


payable every month for life, provided only that they do not enter the service of another life 
insurance company. As most agents continue to write a substantial volume of business after 
becoming Senior Nylics, their Senior Nylic checks are only a part of their income. 


@ The average age when agents become Senior Nylics has been about 55. 


® Senior Nylics have a long record of life insurance service. Not including the members of 
the Class of 1943, the record of service of Senior Nylics is as follows: 


























Number of Service since Length of service 
Senior Nylics becoming Senior Nylics with the Company 

966 over 1 year over 21 years 
541 over 5 years over 25 years 
239 over 10 years over 30 years 
124 over 15 years over 35 years 
66 over 20 years over 40 years 
38 over 25 years over 45 years 

5 over 30 years over 50 years 








XUM 


@ Now that so many of the younger agents are entering military service, a large proportion of the Senior Nylics 
are putting forth special efforts, thereby continuing to make available to the public the services of experienced life 


underwriters. The Company pays tribute to their loyalty in stepping into the breach in the present war emergency. 


@ The opportunity to qualify for a Senior Nylic income encourages New York Life agents to render the best 
possible service to their clients. Nylic for Agents thus benefits all concerned—the policyholder, the Company 


and its agents. 


NEW YORK LIFE INSURANCE COMPANY, 51 MADISON AVENUE, NEW YORK 10, N.Y. 
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L.0.M.A. Program 
fo Deal with War 
Created Problems 


Outstanding Speakers and 
Topics for Chicago Parley 
Sept. 25-27 


The Life Office Management Associa- 
tion has announced the program for its 
20th annual conference at the Edgewa- 
ter Beach Hotel, Chicago, Sept. 25-27. 
Many of the talks and discussions will 
be concerned with personnel problems 
that have arisen as a result of the war. 

With Edmund Fitzgerald, vice-presi- 
dent of Northwestern Mutual Life, gen- 
eral chairman, presiding, the morning 
session Saturday will open with Presi- 
dent James B. Slimmon, vice-president 
and secretary Aetna L ife, delivering his 
address, “Adjusting Life Office Opera- 
tions to War Conditions.” Harold R. 
Bixler, personnel director Mutual Life 
of New York, will speak on “Meeting 
Life Company Personnel Problems in 
the War Era,” and E. B. McNatt, direc- 
tor of wage and stabilization division, 
War Labor Board, “Operating under the 
Wage Stabilization Order.” The Treas- 
ury Department will be represented with 
a speaker on the wage stabilization sub- 
ject. 

Post War Planning 


W. Clyde Jennings, president All 
States Life, is chairman of the Saturday 
afternoon session which will feature 
Adolph A. Rydgren, president Continen- 
tal American Life, with a talk on “Post 
War Planning for Life Insurance Com- 
panies’; Logan J. Massee, planning 
department Massachusetts Mutual, “Pay- 
roll Accounting Systems Utilizing Vari- 
ous Types of Equipment,” and Eugene 
& Benge, president Benge Associates, 
“A Bonus Plan for Office Workers 
Based on Merit Rating.” A_ business 
session will close the afternoon program 
and in the evening there will be a re- 
ception with members as guests of asso- 
ciation officers and directors, followed 
by dinner. 

Two seminars will be held simultane- 
ously Sunday morning. Kenneth Mul- 
lins, second vice-president Washington 
National, is chairman of the one on 
“Handling Industrial Insurance Busi- 
ness,’ and Edmund Fitzgerald of the 
one on personnel. 

The industrial seminar will feature 
problems of home office operation, un- 
derwriting, and field. The home office 
operating problems will include employ- 
ment under War Manpower Commis- 
sion restrictions, handling government 
allotments and policies under the sol- 
diers’ and sailors’ relief act; handling 
non-agency business—home office col- 
lection of premiums; emergency meas- 
ures adopted to meet clerical shortages 
in home and district offices, measures 
taken to reduce excess charges of local 
banks for district office depository ac- 
count-activity charge by reason of agents 
cashing checks, methods used to reduce 
home and district office clerical turnover, 
suspended lapse plan for mail-pay busi- 
ness, reduction of non-essential record 
keeping and procedures during clerical 
shortage in home and district offices, 
post war plans to absorb employes now 
on leave of absence in armed forces. 


Many Underwriting Problems 


The topics under underwriting prob- 
lems include use of commercial inspec- 
tions in lieu of inspector’s reports 
because of restrictions on travel, under- 
writing measures to avoid unduly high 
lapse rate during and after the war, 
changes made in industrial policy pro- 
visions, trends in industrial underwrit- 


ing—medical examinations, application 
forms, non-medical rules, and home of- 
fice procedure; restrictions placed on 
agents writing members of armed forces 
and men likely to be called into service; 
what limitations, if any, are placed on 
persons engaged 100% in war production 
—hazardous and non-hazardous, women, 
and temporarily high income? have three 
year cash values of industrial policies in- 
creased rate of loans and surrenders? 

Under field problems subjects will be 
collection of debits in rural territory, 
agents’ travel expense allowances, reduc- 
tion of frequency of premium collections 
because of gasoline rationing and man- 
power shortage, has the rapid growth 
of monthly debit resulted in the agent’s 
dissatisfaction with his collection fee? 
compensation changes in contract, bon- 
uses, etc., under wage ceiling rulings, 
attitude of companies on agents holding 
part time jobs in war and other indus- 
tries, and employment of women indus- 
trial agents. 


Personnel Administration in War 


At the seminar on problems in per- 
sonnel administration, members will dis- 
cuss the general personnel situation, 
manpower shortage—methods of U. S. 
and Canadian companies in coping with 
it; attitude toward employe entering civil 
service, war industry, etc.; effect on per- 
sonnel of W.M.C. directives regarding 
transfers from “non-essential” jobs; use 
of surveys of selective service status of 
personnel, Manning tables or replace- 
ment schedules; deferment, experience 
of companies with deferment of essen- 
tial men; staff replacements—methods of 
obtaining applicants, sources, employ- 
ment policies; status of replacement for 
men in service, policy regarding in- 
creases, promotions, benefit, etc. for this 
group; interviewing—new developments 
in both hiring and exit interviews; train- 
ing >. employes and super- 
visory personnel; salary administration— 
salary changes, ‘overtime, including su- 
pervisors, increases under wage stabili- 
zation order, vacation and sick benefit 
pay, adjustments in job classification 
ranges; critical labor area problems, and 
post war planning, including absorption 
of returning employes, staff adjustment, 
placement and retaining program. 

At Sunday evening session, presided 
over by H. L. Rhoades, personnel offi- 
cer of Metropolitan Life, Major Paul 
Roberts, chief of the training section, 
civilian personnel branch, office of the 
quartermaster general, will speak on 
“Training Within Industry.” 


Program of Monday Session 


On Monday, with Lloyd K. Crippen, 
vice-president and actuary of Accacia 
Mutual Life, presiding, James Scott, sec- 
retary Guardian Life, will speak on 
“Discontinuance of the Second Premium 
Notice.” A number of companies believe 
that this is the psychological time to 
eliminate the reminder premium notice 
to conserve labor and material. Mr. 
Scott will present a survey of the expe- 
riance of several companies now issuing 
but one notice. 

Charles B. Laing, supervisor of Pru- 
dential, will speak on “The Allocation of 
Expenses for Annual Statement Pur- 
poses”; M. LeVita, comptroller of 
Commonwealth Life, “Utilizing Func- 
tional Costs Analysis for Expense Dis- 
tribution”; Miss Marion A. Bills, assis- 
tant secretary Aetna Life, “Considera- 
tions in Extending the Work Week 
Beyond 40 Hours,” and Col. W.C. Pew, 
chief of the civilian personnel branch, 
office of the chief of ordnance, “Civilian 
Personnel Administration in U. S. Army 
Ordnance Department.” 

The Monday afternoon session will be 
a symposium on “War Time Economy 
Measures,” with Chairman Henry F. 
Chadeayne, second vice-president Gen- 
eral American Life, presiding. George 
W. Skilton, comptroller Connecticut 
General Life, will discuss “Streamlining 
Branch Office Operations to Meet the 
Current Labor Shortage,” and John M. 
Brown, assistant secretary Canada Life, 
“Streamlining Home Office Operations 
to Meet the Current Labor Shortage.” 
A general discussion will follow. 


Offers Group 
Cover to Dealers 


as Incentive 
DES MOINES—A unique merchan- 


dising insurance plan has been inaugur- 
ated by Sargent & Co., Des Moines feed 
manufacturer. 

The firm has provided group life in- 
surance with General American Life to 
its dealers with the premium based upon 
the total tonnage of the company’s feed 
sold annually. The insurance is intended 
to offer an incentive to the dealer to in- 
crease the amount of Sargent’s feed sold 
during the year. 

The feed company pays the entire 
premium and the policy is based upon 
the following tonnage sold during the 
last fiscal year: For 24 to 60 tons a 
$500 policy, 60 to 100 tons $750 policy 
and over 100 tons a $1,000 policy. The 
policies are paid up for one year and 
will continue as long as the dealers re- 
main with Sargents with the amount of 
insurance each year based upon tonnage 
sold. 

General American Life believes the 
plan to be the first of its kind in the 
country. 

During the first 30 days of operation 
the company paid a $500 death claim to 


——=>= 


one dealer that died only a few days 
after receiving his policy. 





Stan Palmgren Joins 
Credit Men’s Organization 


Stan G. Palmgren, for the past 10 
years secretary of the insurance division 
of the Illinois Chamber of Commerce, 
has been appointed secretary of the in- 
surance committee of the Chicago As- 
sociation of Credit Men, which com- 
mittee has greatly enlarged its program 
along educational lines. 


Canada Officials to Meet 


While the Association of Superinten- 
dents of Insurance of the Provinces of 
Canada will not hold a regular annual 
meeting this year so far as open sessions 
are concerned yet the superintendents 
will hold an executive session at the Ho- 
tel Saskatchewan, Regina, Sask., Sept. 
19. 


Frank I. McGraw, who was formerly 
underwriting secretary of Bankers Life 
of Des Moines, died at the age of 65. 
He had retired’ from Bankers Life last 
April after 25 years of service. He start- 
ed in the business with Guaranty Life of 
Davenport and then was an examiner 
for the Iowa department from 1915 to 
1918. 
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Two Good 
Investments 
WAR BONDS 


LIFE 


INSURANCE 


Touca, game, hard-fighting Marines, 
shown here making an actual landing 
on a South Sea island, are “One Of The 
Best” assurances oppressed people have 
that dine will be freed from suffering 


under dictator rule. 


Among insurance companies, Central Life 
+ + « Now in its 48th year... strong well- 
managed . . « offering low-cost protection 


to policyholders . . . also is recognized as 


“One OF The Best’. 


CenTRAL LIFE 


ASSURANCE 
(Mutual) 
HOME OFFICE <: DES 


SOCIETY 
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Industrial Insurers 
Will Hold Meeting 


Program Announced for 
the Louisiana Insurance 
Conference Muster 


The Louisiana Insurers Conference, 
composed of industrial companies, will 
hold its annual meeting at the Roosevelt 
Hotel, New Orleans, Sept. 16. Earl R. 
LeCorgne of Acme Life is president; 
Jack Panno, Lamana-Panno-Fallo Life 
of New Orleans, first vice-president; W. 
J. Curry, Jr., Orleans Industrial Life, 
second vice-president; R. M. NeVille, 
Tharp-Sontheimer Life, New Orleans, 
secretary. The executive committee con- 
sists of Leonard Falgout, Lafourche Life 
of Raceland; Joseph Culligan of Jacob 
Schoen & Son; Henry Hixon of Mutual 
State Life; V. S. Culliber of Thorp-Son- 
theimer Life, and T. B. Martin, First 
National Life. ; ; 

The meeting will start the morning of 
Sept. 16, the address of welcome being 
given by J. A. Gremillion, secretary ot 
state, and ex-officio insurance commis- 
sioner. The response will be made by 
President S. A. Seelye of the New Or- 

















W, aas WEEK I 


REPORTED SOME OF THE 
RESULTS THE MUTUAL 
BENEFIT GROUP STUDYING 
R & R’S BUSINESS INSURANCE 
COURSE ARE SECURING. 

* ok Ok 
THE STORY THIS WEEK 
IS OF J. A. MOORE, enrolled 
in the Sun Life of Canada 
group. Mr. Moore writes in 
to Mr. Palmer to tell him of 
a “two months long headache” 
which he has had due to causes 
beyond his control. 

* © % 


THE HEADACHE may have been 
violent but it did not interfere 
with the results Mr. Moore is se- 
curing from the R & R Course. 
He says: 

“One personal insurance case 
tor $18,000 was closed on in- 
formation from the Course; one 
stock retirement corporation 
case was closed for a total of 
$125,000, and one key-man case 
for $20,000. Several others are 
on the fire. So I feel I have 
been well repaid for the effort 
I have put forth in the study 
of the Course.” 


* ok Ok 
AN ORGANIZED STUDY PLAN 
VS. A HEADACHE! It looks as 
if organized study always wins, 
even over headaches! 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 
RESEARCH & REVIEW SERVICE 








INDIANAPOLIS 





leans association of commerce. President 
LeCorgne will give his report and E. H. 
O’Connor, executive director Insurance 
Economics Society, Chicago, will speak. 
There will be a business meeting for 
members only. 

In the afternoon there will be a dis- 
cussion over the uniform industrial 
insurance policy bill proposed by the Na- 
tional Association of Insurance Commis- 
sioners by John A. Copeland, actuary of 
Atlanta. Mason Watson will talk on 
“Worth of Your Conference Member- 
ship.” 


Subjects for Discussion 


There will be an open forum at which 
the following subjects will be discussed: 

1. Non-contractual free ambulance 
service. 

2(a). Protection against ill-advised 
legislation affecting conference members. 

(b). Possible federal taxation affect- 
ing insurance companies. 

3. That consideration be given to a 
form report to be filed at time of final 
account of any agent by the employing 
company. Such report to be filed with 
the secretary of the conference in a con- 
fidential file until request for informa- 
tion is made by the company to which 
the agent might apply for an agency. 

4. That member companies insist that 
state department opinions and interpre- 
tations and rulings be transmitted in 
writing at all times. 

That rulings given to a company, con- 
cerning any question other than finan- 
cial, by the state department be trans- 
mitted to all conference members 
through the office of the conference sec- 
retary, in an attempt to regulate and 
insure uniform interpretation and admin- 
istration of existing and future regula- 
tions. 

That conference members file an an- 
nual report with the conference secre- 
tary as to comparative yearly position 
with regard to the following: (1.) Ad- 
mitted assets, (2.) premium income, (3.) 
face value of insurance in force, (4.) 
number of policies in force. (5.) state 
and corporation taxes paid, (6.) total 
number of employes. 

That such information be then made 
available to all conference members and 
that the strength of the conference be 
publicized. 





Pennsylvania Holds 
Successful Regionals 


The Pennsylvania Association of Life 
Underwriters conducted four more re- 
gional meetings within the last two 
weeks. 

On Aug. 26 in Reading, President 
Aaron Finkbiner headlined the meeting 
attended by officers of the Reading, Le- 
banon Valley and Pottstown associa- 
tions. 

On Aug. 27 in Wilkes-Barre, delegates 
from Wilkes-Barre, Scranton and Haz- 
leton formed the largest of the confer- 
ences yet held, 33 officers and directors 
being in attendance. This meeting was 
featured by the discussions led by Past 
State President Wm. S. Tiffany and for- 
mer State President P. B. Rice of Har- 
risburg. 

On Aug. 30 in Altoona, attended by 
delegates from Altoona, Johnstown and 
Huntingdon, the fourth of the series of 
regionals was conducted. Again, pres- 
entation of the plans for life underwrit- 
ers’ participation in the third war loan 
drive was the headlight event of the 
evening. 

On Sept. 2 at Lancaster, attended by 
Lancaster, Chester County, York and 
Hanover - Gettysburg associations, a 
meeting was conducted. Following the 
panel discussions on basic local associa- 
tion organization maangement, the dele- 
gates to this conference likewise were 
given a review of the life underwriters 
in the third war loan drive. 

At all of the regionals John H. Bream, 
executive secretary of the state associa- 
tion, directed the program and presented 
to the delegates a review of develop- 
ments in state and federal legislation and 
in federal regulations affecting man- 
power wage stabilization and_ the 


Bridges bill for income tax deduction. 
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J. B. Maclean, President 


FIELD UNDERWRITER 


By 


Actuarial Society of 


America 


...Field Underwriting is a profession. 





IS IMPORTANT Yrni/C te 


One of a 
series of 
statements 
by national 


leaders 


...One of the most striking developments in the life in- 
surance business has been the improvement in the quality 
of the field forces and the increasing recognition by the 
companies of their responsibility to the public in the mat- 
ter of selection and training of field representatives. 


...We in the business know that there are now many Field 
Underwriters who are professional men or women in every 
sense of the word. They are qualified to advise their 
clients on the numerous problems which confront the pur- 
chaser or owner of a life insurance policy. Their service is 


of far-reaching importance. 


...When we think of the importance of his life insurance 
to the average man—frequently the sole provision for his 
dependents—it is strange that in the past there should not 
have been a greater recognition of the need for education 
and training amounting to a professional qualification on 
the part of the field representative. Fortunately this need 
is now recognized and this is resulting in a constantly 
growing betterment in the status of the Field Underwriter, 
both in his relations with his company and with the public. 


...The status of the Field Underwriter should, I believe, 
be a professional one. To those who wish to make it so I 
recommend the view expressed by a great philosopher, Sir 
Francis Bacon, more than three hundred years ago; (it 
has been adopted as a motto by the Institute of Actuaries 


of Great Britain) :— 


“T hold every man a debtor to his profession; from 
the which as men of course do seek to receive coun- 
tenance and profit, so ought they of duty to endeavour 
themselves by way of amends to be a help and orna- 


ment thereunto.” 














HOME LIFE INSURANCE CO., NEW YORK, N. Y. 


Ethelbert Ide Low, Chairman of the Board 


William P. Worthington, Vice President and Superintendent of Agencies 


This space has been offered to leaders in the life insurance fraternity 
in the interest of properly appraising the value of field underwriting 
in wartime America. It is hoped that this series will prove bene- 
ficial to Field Underwriters of this and all companies. 
be gladly furnished on request. 


Reprints will 


James A. Fulton, President 
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Caution | Urged i in 
Hiring Essential 
Workers as Agents 


N. Y. Life Feels WMC Rules 
Apply Despite Producer's 
‘Contractor’ Status 


NEW YORK—tThere appears to be 
quite a wide range of opinion as to how 
far general agents and managers can 
safely go in recruiting men or women 
who may be employed in what are con- 
sidered essential industries. Some com- 
panies feel that since the agent has been 
held to be an independent contractor the 
War Manpower Commission rules would 
not apply to recruiting a man as an 
agent who is currently employed in a 
war industry or one that has been de- 
clared essential. 

Other companies feel that it is neces- 
sary to proceed with the utmost caution 
not only because of the danger of tan- 
gling with the war manpower commis- 
sion but because of the possibility of 
being placed in a wrong light with the 
government and with the public even 
though cases of hiring away essential 
workers are extremely rare. New York 
Life, for example, has taken the latter 
attitude and has placed on its managers 
the responsibility of acquainting them- 
selves with the regulations applying in 
their localities, since the employment 
stabilization plans as set up in various 
regions are not uniform country wide. 
Some provide that a worker in an es- 
sential activity may not be accepted in 
a nonessential activity unless the worker 
obtains a certificate of availability, also 
known as a certificate of separation in 
some localities, from his last employer, 
or until 30 days have elapsed after his 
leaving the essential activity. One plan 
goes so far as to require that the essen- 
tial interviews with the _ prospective 
workers be conducted only through the 
United States employment service or 
other approved organizations. 


Acts to Secure Compliance 


New York Life has requested its man- 
agers to comply with whatever plan ap- 
plies to their respective territories in 
conducting negotiations for the employ- 
ment of anyone as an agent. The com- 
pany relies on each agency head to as- 
certain what steps to take in soliciting 
new applicants for prospective agents 
and whether he is eligible under War 
Manpower Commission rules to work 
for the company. This also applies to 
agents under suspension of services or 
operating part-time on account of ci- 
vilian war work who desire to return to 
the company on a full-time basis. 

New York Life has suggested to its 
managers that they write a letter to the 
contract division in the case of each 
prospective agent who could conceivably 
be affected by local WMC rules, outlin- 
ing the reasons why the manager be- 
lieves the applicant is eligible to work 
for the company. In the event that the 
manager is in doubt as to the propriety 
of negotiating with a prospective agent 
he is advised to send to the home office 
complete data concerning the local WMC 
rules and the present or prior occupation 
of the prospective agent. 

The bulletin to the managers points 
out that the company does not look 
with favor upon any effort to persuade 
or encourage men to leave essential war 
activities in order to become agents. 





The Unique Manual-Digest shows 
“what you want to know” about all life 
companies, contracts, rates, costs, values, 
options, ete. “All-in-one.” Only $5. 
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F lt ‘Gone Should Change the Law 





Assistant Secretary R. C. Dimon of 
the life department of the Travelers in 
“Protection” says that agents are natu- 
rally worked up over Treasury decision 
5231 and there has been considerable 
discussion of its effect on existent set- 
tlement agreement programs. Some 
have urged agents to review the agree- 
ments of all their insured to the end 
that each beneficiary be provided with 
a fixed income for a limited period or 
with a life income in order to avoid in- 
come tax to the beneficiary on the in- 
terest element of the payment. Yet Mr. 
Dimon says that suppose that prior to 
or after Jan. 1, 1944, Congress changes 
the law and provides that the interest 
element in these fixed installment pay- 
ments is to be taxed. Then if that occurs 
it means another round of reviewing 
policies. It would result in the policy- 
holders being upset. Mr. Dimon there- 
fore expresses this view: 

“There is another course of action 
which you can follow: review the insur- 


Taqgett Maintains 
Production Despite 
N.A.L.U. Activities 


Despite the fact that he has traveled 
more than 50,000 miles since the first of 
the year in connection with his official 
duties as president of the National As- 
sociation of Life Underwriters, Grant 
Taggart, leading producer of California- 
Western States Life, has maintained 
with unbroken stride the record volume 
of business that he has produced 
throughout his 29 years of service in the 
field as an agent. 

The completion of a heavy schedule 
and preparation for the important part 
he will play in the annual meeting of 
the National association in Pittsburgh 
next week were not sufficient to inter- 
rupt the production of this outstanding 
leader in August. Ray P. Cox, vice- 
president and manager of agencies, an- 
nounces that Mr, Taggart again led all 
California-Western States agents last 
month with a production of $305,000 of 
new business, and that since the first of 
the year he has av eraged more than an 
application a week “as usual.” i: 
Taggart is a life member of the Million 
Dollar Round Table of the National as- 
sociation. 

Since he took office as president of 
the National association last fall, Mr. 
Taggart has visited and addressed aT 
local associations. But these visits have 
not been confined to mere appearances 
before the local members; they have in- 
cluded conferences with local and state 
association leaders and on many occa- 
sions advantage has been taken of his 
visit to arrange for meetings of business 
and civic leaders to whom he spoke on 
the subject of life insurance. During the 
year Mr. Taggart has made more radio 
talks than probably any preceding 
president of the National association and 
last April he spoke over a nation-wide 
network in behalf of the war finance 
program of the Treasury Department. 





Prudential of England Correction 


THE NATIONAL UNDERWRITER in its 
editorial of Aug. 27 entitled “Agents as 
Family Counsellors” was misinformed 
in stating that Prudential of Great Brit- 
ain is exclusively an industrial company 
in the life insurance field. As a matter 
of fact, Prudential in 1940 wrote in its 
ordinary department 65,110 policies for 
£20,945,000 while in the industrial de- 
partment it issued 2,056,000 for £63,- 
854,000. 


Brinkley Manager at LaGrange 


M. A. Brinkley, formerly in charge 
of Metropolitan Life’s district office in 
Florence, N. C., has been appointed 
manager at La Grange, Ga. He started 
with Metropolitan in Washington, N. 


sured.” 


ance programs of your insured—cer- 
tainly—you will be surprised at the 
changes which may be necessary. But, 
instead of trying to avoid taxes, admit 
the taxes and the necessity for them. 
Advise change to a fixed income where 
it seems advisable,” he writes, and then 
adds: “Allow for flexibility when it, 
too, seems advisable. 

“Now, this may result in the need 
for some new insurance in order to 
cover the necessities of the beneficiaries 
plus any taxes that may be imposed on 
their incomes. It may be that if addi- 
tional insurance is sold and later on tax 
requirements are eased a bit, some 
beneficiaries may receive more than 
originally planned. Is any insured or 
beneficiary going to object? Suppose 
the tax laws are changed as suggested 
above. Your position is sound. You 
have made provision for any change. 
Your work was well done and you have 
the continuing confidence of your in- 








C., in 1930, soon after graduating from 
Atlantic Christian College. He became 
an assistant manager in less than five 
years and in 1942 became manager at 
F lorence. 





War Mortality Levy 
on German Assured 


The Associated Press the other day 
reported that according to a London 
broadcast, German life insurance pol. 
icyholders are being subjected to an 
assessment to take care of the war mor. 
tality. According to this broadcast, all 
policyholders will be assessed and “only 
by means of these additional payments, 
which are estimated at 250,000,000 reich. 
marks (normally $62,500,000) can the 
insurance companies meet their obliga. 
tions.’ 





Gaumnitz Goes with OPA 


Erwin A. Gaumnitz, professor in the 
economics department of University of 
Wisconsin, Madison, has been appointed 
acting director of the Minneapolis-St, 
Paul Twin Cities district of the Office 
of Price Administration with headquar- 
ters in St. Paul. He is widely known 
to Wisconsin insurance mer, having 
been insurance instructor of the School 
of Commerce and in charge of the short 
courses in fire and casualty as well as 
life insurance conducted for several sum- 
mers at the university in cooperation 
with Wisconsin local agents and life un- 
derwriters’ associations. 





step No, 3 FOR 








THE NEW AGENT 


Cooperative Field Wark 


on a stipulated and agreed upon plan covering 
sufficient time to learn the mechanics of the job— 


© Introduction 
© Prospecting 


® Sales Presentation 
® Follow-Up 


e Closing 


. . This plan guarantees to the new agent ample oppor- 


tunity to properly organize— 


HIS NATURAL QUALIFICATIONS 

TO ADAPT HIS PAST EXPERIENCES 

TO ACCLIMATE HIMSELF TO NEW ENVIRONMENT 
TO TEST THE NEW TECHNIQUE 


All of which are so necessary if he is to succeed in proportion 
to his NATURAL ABILITY. 





MOST FAILURES COME BECAUSE OF LACK OF PLAN— 
NOT LACK OF ABILITY 








Docs this part of “BUILDERS OF MEN” 


plan merit favorable reaction! 
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Write A. B. OLSON, Agency Vice-President 


Organized 1901 


Guarantee Mutual Life my 


OMAHA, NEBRASKA 
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Impressive Report 
on How Companies 
Are Aiding Agents 


Joint Committee on 
Field Cooperation Presents 
Survey of Ideas 


NEW YORK—An impressive resume 
of new ideas that life companies have 
developed to assist field men under war- 
time conditions are included in a report 
by the Joint Committee on Field Coop- 
eration submitted to chief executives of 
192 cooperating companies. The report, 
in the form of a 42-page booklet printed 
in color, not only ‘lists and discusses 
various ideas submitted by the compa- 
nies, but also reproduces actual material 
used in the development of such ideas. 
The report is based upon data received 
from 91 companies. 

The purpose of the report is to enable 
all companies to exchange ideas on 
ways and means of assisting their field 
forces, so that the insuring public may 
receive the best possible service under 
wartime conditions. 


Helps Solve Problems 


In a foreword the committee recounts 
the problems and obstacles that beset 
the field forces today, compliments 
them for the manner in which they have 
met these problems, and states that they 
need the help, encouragement and 
strong leadership that their companies 
can give. 

The Joint Committee on Field Coop- 
eration is comprised of Gerard Nollen, 
president Bankers Life of Des Moines, 
representing the American Life Con- 
vention; Philip B. Hobbs, Chicago, 
manager Equitable Society, represent- 
ing the National Association of Life 
Underwriters, and Alexander E. Patter- 
son, executive vice-president Mutual 
Life of New York, representing the As- 
sociation of Life Insurance Presidents. 


Grouping of Exhibits 


The discussions and exhibits in the re- 
port are grouped under the following 
headings: Special plans for wartime 
selling; Maintaining lines of communi- 
cation; training and retraining activi- 
ties; recruiting new agents; improving 
public relations; wartime service to pol- 
icyholders and agents; company pros- 
pecting aids; agents’ compensation and 
retirement plans; simplifying the agent’s 
job; and agents’ recognition and awards. 
_In considering special plans for war- 
time selling, the report states that re- 
search by the companies has lighted the 
path to the development of new and 
shifting markets, Current markets have 
been surveyed for guidance, new policy 
forms created to meet the public’s pres- 
ent needs, new sales plans developed 
and the use of direct mail intensified 
among agents. Mailing pieces of Mas- 
sachusetts Mutual, Mutual Life, N. Y., 
Metropolitan and American Mutual are 
shown. Particular attention is called to 
Midland Mutual’s prospecting letters. 

Attention is called to such develop- 
ments as a new family group policy in 
which the entire family is written from 
one application, to a new policy with 
low initial premium. The policyholder 
buys the policy and war certificates at 
the same time, the policy premiums in- 
creasing coincident with the maturity of 
the certificates. The report also de- 


scribes the 24-month paid-up policy is- 
sued by Empire State Mutual, especially 
designed for the war worker who has a 
high current income but is doubtful of 
its continuation beyond two years. 

A premium deposit account plan de- 
veloped 


by California-Western ‘States 


Life, to encourage prepayment of pre- 
miums is described. Instead of dis- 
counting premiums, the company pays 
interest on the balance not used cur- 
rently to pay premiums. 


Social Security Approaches 


Social security sales approaches used 
by Midland Mutual, New York Life, 
Sun Life of America, Massachusetts 
Mutual, Mutual Life, N. Y., and Cali- 
fornia-Western States Life are illus- 
trated. 

“Successful contact with a widespread 
sales force is a major problem of life 
insurance management,” the report 
states. Many companies have solved 
this problem under wartime handicaps 
by organizing advisory committees of 
managers and agents who meet with 
home office officials at periodic inter- 
vals. Committee members are either 
elected by managers’ associations or 
appointed by the home office. In the 
absence of national meetings due to 
travel restrictions, other companies have 
developed plans for “taking the home 
office out to the field” to individual 
agencies or by conducting regional 
meetings. 

Other companies have had success in 
conducting “conventions by mail,” by 
issuing to their field forces, in printed 
form, the material that used to be pre- 
sented in national meetings. Such ma- 


terial issued by Equitable Life of Iowa 
and New York Life is shown. The 
frequent use of recorded speeches at lo- 
cal agency meetings or regional meet- 
ings is also reported. Many new devel- 
opments in the use of mail communica- 
tions are also described. 

“Increased training activities,” the re- 
port points out, “are developing better 
informed agents, prepared for greater 
service to the public.” Courses, both for 
managers and agents, are described, in- 
cluding courses given by outside organ- 
izations as well as by life companies 
themselves. Their purpose is to increase 
the efficiency of agents and managers by 
improving their attitude, by increasing 
their knowledge, by developing their 
skills, and by inculcating proper work 
habits. Many companies are actively 
encouraging their agents to study for 
the C.L.U. designation, and assist them 
in financing such courses. 


Improve Recruiting Plans 


Commenting on the acute manpower 
shortage in many districts, the report 
says that many companies have assisted 
their agency organizations on this prob- 
lem by developing improved recruiting 
plans. Such plans include recruiting 
portfolios as guides to managers in find- 
ing and selecting qualified candidates 
and photographic presentations to use 
as visual aids in picturing to prospective 


agents the opportunities offered. Spe- 
cial methods for recruiting women 
agents are described, as are selection 
tests developed to weed out obvious mis- 
fits. Bianks used by National Life & 
Accident in its induction and training 
program are reproduced. 


Public Relations Stressed 


There is now a growing recognition 
of the need for maintaining and improv- 
ing their relations with the public, the 
policyholder group and their own field 
forces. Plans described for developing 
goodwill include the establishment of 
complete public relations departments, 
development of tests for clerical person- 
nel to appraise their “attitude toward the 
public,” public opinion surveys to de- 
termine what the public likes and does 
not like, the humanizing of correspon- 
dence, development of publicity and ad- 
vertising programs intended to build 
prestige for agents, establishment of 
employe magazines, simplification of 
policyholder forms, development of new 
policyholder services, and establishment 
of policyholder publications for main- 
taining regular contacts with policy- 
holders. Another development in the 
field of public relations has been the re- 
cent adoption by some companies of na- 
tional advertising that informs the pub- 
lic about the life insurance business. 

The report includes exhibits of book- 
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Lincoln Life representatives need not worry 
about having left part of their sales story 
They have all their interview ma- 
The Company pro- 


vides complete sales kits on the most popular 
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Caution Urged in 
Hiring Essential 
Workers as Agents 


N. Y. Life Feels WMC Rules 
Apply Despite Producer's 
‘Contractor’ Status 


NEW YORK—tThere appears to be 
quite a wide range of opinion as to how 
far general agents and managers can 
safely go in recruiting men or women 
who may be employed in what are con- 
sidered essential industries. Some com- 
panies feel that since the agent has been 
held to be an independent contractor the 
War Manpower Commission rules would 
not apply to recruiting a man as an 
agent who is currently employed in a 
war industry or one that has been de- 
clared essential. 

Other companies feel that it is neces- 
sary to proceed with the utmost caution 
not only because of the danger of tan- 
gling with the war manpower commis- 
sion but because of the possibility of 
being placed in a wrong light with the 
government and with the public even 
though cases of hiring away essential 
workers are extremely rare. New York 
Life, for example, has taken the latter 
attitude and has placed on its managers 
the responsibility of acquainting them- 
selves with the regulations applying in 
their localities, since the employment 
stabilization plans as set up in various 
regions are not uniform country wide. 
Some provide that a worker in an es- 
sential activity may not be accepted in 
a nonessential activity unless the worker 
obtains a certificate of availability, also 
known as a certificate of separation in 
some localities, from his last employer, 
or until 30 days have elapsed after his 
leaving the essential activity. One plan 
goes so far as to require that the essen- 
tial interviews with the prospective 
workers be conducted only through the 
United States employment service or 
other approved organizations. 


Acts to Secure Compliance 


New York Life has requested its man- 
agers to comply with whatever plan ap- 
plies to their respective territories in 
conducting negotiations for the employ- 
ment of anyone as an agent. The com- 
pany relies on each agency head to as- 
certain what steps to take in soliciting 
new applicants for prospective agents 
and whether he is eligible under War 
Manpower Commission rules to work 
for the company. This also applies to 
agents under suspension of services or 
operating part-time on account of ci- 
vilian war work who desire to return to 
the company on a full-time basis. 

New York Life has suggested to its 
managers that they write a letter to the 
contract division in the case of each 
prospective agent who could conceivably 
be affected by local WMC rules, outlin- 
ing the reasons why the manager be- 
lieves the applicant is eligible to work 
for the company. In the event that the 
manager is in doubt as to the propriety 
of negotiating with a prospective agent 
he is advised to send to the home office 
complete data concerning the local WMC 
rules and the present or prior occupation 
of the prospective agent. 

The bulletin to the managers points 
out that the company does not look 
with favor upon any effort to persuade 
or encourage men to leave essential war 
activities in order to become agents. 





The Unique Manual-Digest shows 
“what you want to know” about all life 
companies, contracts, rates, costs, values, 
options, ete. “All-in-one.” Only $5. 
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If Congress Should Change the Law 





Assistant Secretary R. C. Dimon of 
the life department of the Travelers in 
“Protection” says that agents are natu- 
rally worked up over Treasury decision 
5231 and there has been considerable 
discussion of its effect on existent set- 
tlement agreement programs. Some 
have urged agents to review the agree- 
ments of all their insured to the end 
that each beneficiary be provided with 
a fixed income for a limited period or 
with a life income in order to avoid in- 
come tax to the beneficiary on the in- 
terest element of the payment. Yet Mr. 
Dimon says that suppose that prior to 
or after Jan. 1, 1944, Congress changes 
the law and provides that the interest 
element in these fixed installment pay- 
ments is to be taxed. Then if that occurs 
it means another round of reviewing 
policies. It would result in the policy- 
holders being upset. Mr. Dimon there- 
fore expresses this view: 

“There is another course of action 
which you can follow: review the insur- 


ance programs of your insured—cer- 
tainly—you will be surprised at the 
changes which may be necessary. But, 
instead of trying to avoid taxes, admit 
the taxes and the necessity for them. 
Advise change to a fixed income where 
it seems advisable,” he writes, and then 
adds: “Allow for flexibility when it, 
too, seems advisable. 

“Now, this may result in the need 
for some new insurance in order to 
cover the necessities of the beneficiaries 
plus any taxes that may be imposed on 
their incomes. It may be that if addi- 
tional insurance is sold and later on tax 
requirements are eased a bit, some 
beneficiaries may receive more than 
originally planned. Is any insured or 
beneficiary going to object? Suppose 
the tax laws are changed as suggested 
above. Your position is sound. You 
have made provision for any change. 
Your work was well done and you have 
the continuing confidence of your in- 
sured.” 











Taggart M aintains 
Production Despite 
N.A.L.U. Activities 


Despite the fact that he has traveled 
more than 50,000 miles since the first of 
the year in connection with his official 
duties as president of the National As- 
sociation of Life Underwriters, Grant 
Taggart, leading producer of California- 
Western States Life, has maintained 
with unbroken stride the record volume 
of business that he has produced 
throughout his 29 years of service in the 
field as an agent. 

The completion of a heavy schedule 
and preparation for the important part 
he will play in the annual meeting of 
the National association in Pittsburgh 
next week were not sufficient to inter- 
rupt the production of this outstanding 
leader in August. Ray P. Cox, vice- 
president and manager of agencies, an- 
nounces that Mr, Taggart again led all 
California-Western States agents last 
month with a production of $305,000 of 
new business, and that since the first of 
the year he has averaged more than an 
application a week “as usual.” Mr. 
Taggart is a life member of the Million 
Dollar Round Table of the National as- 
sociation. 

Since he took office as president of 
the National association last fall, Mr. 
Taggart has visited and addressed 77 
local associations. But these visits have 
not been confined to mere appearances 
before the local members; they have in- 
cluded conferences with local and state 
association leaders and on many occa- 
sions advantage has been taken of his 
visit to arrange for meetings of business 
and civic leaders to whom he spoke on 
the subject of life insurance. During the 
year Mr. Taggart has made more radio 
talks than probably any preceding 
president of the National association and 
last April he spoke over a nation-wide 
network in behalf of the war finance 
program of the Treasury Department. 





Prudential of England Correction 


THE NATIONAL UNDERWRITER in _ its 
editorial of Aug. 27 entitled “Agents as 
Family Counsellors” was misinformed 
in stating that Prudential of Great Brit- 
ain is exclusively an industrial company 
in the life insurance field. As a matter 
of fact, Prudential in 1940 wrote in its 
ordinary department 65,110 policies for 
£20,945,000 while in the industrial de- 
partment it issued 2,056,000 for £63,- 
854,000. 


Brinkley Manager at LaGrange 


M. A. Brinkley, formerly in charge 
of Metropolitan Life’s district office in 
Florence, N. C., has been appointed 
manager at La Grange, Ga. He started 
with Metropolitan in Washington, N. 


C., in 1930, soon after graduating from 
Atlantic Christian College. He became 
an assistant manager in less than five 
years and in 1942 became manager at 
Florence. 


War Mortality Levy 
on German Assured 


The Associated Press the other day 
reported that according to a London 
broadcast, German life insurance pol- 
icyholders are being subjected to an 
assessment to take care of the war mor- 
tality. According to this broadcast, all 
policyholders will be assessed and “only 
by means of these additional payments, 
which are estimated at 250,000,000 reich- 
marks (normally $62,500,000) can the 
insurance companies meet their obliga- 
tions.” 





Gaumnitz Goes with OPA 


Erwin A. Gaumnitz, professor in the 
economics department of University of 
Wisconsin, Madison, has been appointed 
acting director of the Minneapolis-St. 
Paul Twin Cities district of the Office 
of Price Administration with headquar- 
ters in St. Paul. He is widely known 
to Wisconsin insurance mer, having 
been insurance instructor of the School 
of Commerce and in charge of the short 
courses in fire and casualty as well as 
life insurance conducted for several sum- 
mers at the university in cooperation 
with Wisconsin local agents and life un- 
derwriters’ associations. 








step Wo, 3 FOR THE NEW AGENT 


Cooperative Field Whrk 


on a stipulated and agreed upon plan covering 
sufficient time to learn the mechanics of the job— 


@ Introduction 
® Prospecting 


® Sales Presentation 
® Follow-Up 


e Closing 


. . . This plan guarantees to the new agent ample oppor- 


tunity to properly organize— 


HIS NATURAL QUALIFICATIONS 

TO ADAPT HIS PAST EXPERIENCES 

TO ACCLIMATE HIMSELF TO NEW ENVIRONMENT 
TO TEST THE NEW TECHNIQUE 


All of which are so necessary if he is to succeed in proportion 
to his NATURAL ABILITY. 





MOST FAILURES COME BECAUSE OF LACK OF PLAN— 
NOT LACK OF ABILITY 








Does this part of “BUILDERS OF MEN” 


plan merit favorable ndiunt 
Write A. B. OLSON, Agency Vice-President 


Organized 1901 


Guarantee Mutual Life ay 


OMAHA, NEBRASKA 
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Impressive Report 
on How Companies 
Are Aiding Agents 


Joint Committee on 
Field Cooperation Presents 
Survey of Ideas 


NEW YORK—An impressive resume 
of new ideas that life companies have 
developed to assist field men under war- 
time conditions are included in a report 
by the Joint Committee on Field Coop- 
eration submitted to chief executives of 
192 cooperating companies. The report, 
in the form of a 42-page booklet printed 
in color, not only lists and discusses 
various ideas submitted by the compa- 
nies, but also reproduces actual material 
used in the development of such ideas. 
The report is based upon data received 
from 91 companies. 

The purpose of the report is to enable 
all companies to exchange ideas on 
ways and means of assisting their field 
forces, so that the insuring public may 
receive the best possible service under 
wartime conditions. 


Helps Solve Problems 


In a foreword the committee recounts 
the problems and obstacles that beset 
the field forces today, compliments 
them for the manner in which they have 
met these problems, and states that they 
need the help, encouragement and 
strong leadership that their companies 
can give. 

The Joint Committee on Field Coop- 
eration is comprised of Gerard Nollen, 
president Bankers Life of Des Moines, 
representing the American Life Con- 
vention; Philip B. Hobbs, Chicago, 
manager Equitable Society, represent- 
ing the National Association of Life 
Underwriters, and Alexander E. Patter- 
son, executive vice-president Mutual 
Life of New York, representing the As- 
sociation of Life Insurance Presidents. 


Grouping of Exhibits 


The discussions and exhibits in the re- 
port are grouped under the following 
headings: Special plans for wartime 
selling; maintaining lines of communi- 
cation; training and retraining activi- 
ties; recruiting new agents; improving 
public relations; wartime service to pol- 
icyholders and agents; company pros- 
pecting aids; agents’ compensation and 
retirement plans; simplifying the agent’s 
job; and agents’ recognition and awards. 

In considering special plans for war- 
time selling, the report states that re- 
search by the companies has lighted the 
path to the development of new and 
shifting markets. Current markets have 
been surveyed for guidance, new policy 
forms created to meet the public’s pres- 
ent needs, new sales plans developed 
and the use of direct mail intensified 
among agents. Mailing pieces of Mas- 
sachusetts Mutual, Mutual Life, N. Y., 
Metropolitan and American Mutual are 
shown. Particular attention is called to 
Midland Mutual’s prospecting letters. 

Attention is called to such develop- 
ments as a new family group policy in 
which the entire family is written from 
one application, to a new policy with 
low initial premium. The policyholder 
buys the policy and war certificates at 
the same time, the policy premiums in- 
creasing coincident with the maturity of 
the certificates. The report also de- 
scribes the 24-month paid-up policy is- 
sued by Empire State Mutual, especially 
designed for the war worker who has a 
high current income but is doubtful of 
its continuation beyond two years. 

A premium deposit account plan de- 
veloped by California-Western ‘States 


Life, to encourage prepayment of pre- 
miums is described. Instead of dis- 
counting premiums, the company pays 
interest on the balance not used cur- 
rently to pay premiums. 


Social Security Approaches 


Social security sales approaches used 
by Midland Mutual, New York Life, 
Sun Life of America, Massachusetts 


Mutual, Mutual Life, N. Y., and Cali- 
fornia-Western States Life are illus- 
trated. 


“Successful contact with a widespread 
sales force is a major problem of life 
insurance management,” the _ report 
states. Many companies have solved 
this problem under wartime handicaps 
by organizing advisory committees of 
managers and agents who meet with 
home office officials at periodic inter- 
vals. Committee members are either 
elected by managers’ associations or 
appointed by the home office. In the 
absence of national meetings due to 
travel restrictions, other companies have 
developed plans for “taking the home 
office out to the field” to individual 
agencies or by conducting regional 
meetings. 

Other companies have had success in 
conducting “conventions by mail,” by 
issuing to their field forces, in printed 
form, the material that used to be pre- 
sented in national meetings. Such ma- 


terial issued by Equitable Life of Iowa 
and New York Life is shown. The 
frequent use of recorded speeches at lo- 
cal agency meetings or regional meet- 
ings is also reported. Many new devel- 
opments in the use of mail communica- 
tions are also described. 

“Increased training activities,” the re- 
port points out, “are developing better 
informed agents, prepared for greater 
service to the public.” Courses, both for 
managers and agents, are described, in- 
cluding courses given by outside organ- 
izations as well as by life companies 
themselves. Their purpose is to increase 
the efficiency of agents and managers by 
improving their attitude, by increasing 
their knowledge, by developing their 
skills, and by inculcating proper work 
habits. Many companies are actively 
encouraging their agents to study for 
the €C.E..U. designation, and assist them 
in financing such courses. 


Improve Recruiting Plans 


Commenting on the acute manpower 
shortage in many districts, the report 
says that many companies have assisted 
their agency organizations on this prob- 
lem by developing improved recruiting 
plans. Such plans include recruiting 
portfolios as guides to managers in find- 
ing and selecting qualified candidates 
and _vhotographic presentations to use 
as visual aids in picturing to prospective 


agents the opportunities offered. Spe- 
cial methods for recruiting women 
agents are described, as are selection 
tests developed to weed out obvious mis- 
fits. Blanks used by National Life & 
Accident in its induction and training 
program are reproduced. 


Public Relations Stressed 


There is now a growing recognition 
of the need for maintaining and improv- 
ing their relations with the public, the 
policyholder group and their own field 
forces. Plans described for developing 
goodwill include the establishment of 
complete public relations departments, 
development of tests for clerical person- 
nel to appraise their ‘attitude toward the 
public,” public opinion surveys to de- 
termine what the public likes and does 
not like, the humanizing of correspon- 
dence, development of publicity and ad- 
vertising programs intended to build 
prestige for agents, establishment of 
employe magazines, simplification of 
policyholder forms, development of new 
policyholder services, and establishment 
of policyholder publications for main- 
taining regular contacts with policy- 
holders. Another development in the 
field of public relations has been the re- 
cent adoption by some companies of na- 
tional advertising that informs the pub- 
lic about the life insurance business. 

The report includes exhibits of book- 





“Did 
I Forget 


terial in one package. 





Anything?’’ 


Lincoln Life representatives need not worry 
about having left part of their sales story 
unsaid. They have all their interview ma- 
The Company pro- 
vides complete sales kits on the most popular 


Fort Wayne 


policy plans. 


THE LINCOLN NATIONAL LIFE 





Geared To Help Its Fieldmen 





These kits are available for 
such LNL leaders as the 5 Star Annuity, 
Salary Continuance Plan, Educational Insur- 
ance, Salary Savings, and numerous other 
special plans and systems. 


COMPANY 


Indiana 











lets issued to inform policyholders of 
the effects of war service on their poli- 
cies. Some companies have organized 
war service bureaus to give special han- 
dling to the problems of those in the 
armed forces, whole others have issued 
booklets and other material to policy- 
holders and the public, giving timely 
suggestions on civilian defense, preven- 
tion of accidents, maintenance of health 
and the individual’s possibilities for war 
service. The income tax deduction rec- 
ord booklet published by THE NATIONAL 
UNDERWRITER is shown, 


Contribution of Life Insurance 
Wartime services for agents include 
wartime sales and service suggestions, 
distribution of material on the contribu- 
tion of the life insurance and the agent 
to the war effort, payment of war serv- 
ice allowances to agents in the armed 
forces, continuance of renewal commis- 
sions for such agents, regardless of new 
production requirements, the “freezing” 
of the honor roll, production club and 


pension plan status of agents in the 
armed forces, and announcements to 


policyholders of the induction of their 
agents into military or naval service. 

Bulletins and magazines of many com- 
panies carry news about men in the 
armed forces, and many companies have 
developed pians for sending letters and 
gifts to agents in service to make them 
feel that they are still part of the com- 
pany and that places will be ready for 
them at the end of the war. ; 
Aid in Prospecting 

Most companies are now giving in- 
creasing aid to their agents in the mat- 
ter of prospecting, according to the re- 
port. This is being done by one com- 
pany through the establishment of a 
home office prospecting bureau, which 
works with the company’s agencies to 
develop good prospecting procedure. 
Other methods in use include distribu- 
tion of market surveys and other pros- 
pecting material to agents, the mailing 
of inquiry forms with premium notices 


and receipts, and special prospecting 
aids for the development of women 
prospects, 


Great progress is reported in the im- 
provement of compensation or retire- 
ment plans for agents, the general pur- 
poses of which are to stabilize income, 
provide greater rewards for the career 
agent, eliminate the transient agent, and 
provide compensation for service as 
weil as sales. 


New Compensation Plans 


_ Several companies report the estab- 
lishment of new compensation plans in 
the form of salaries, continuous service 
renewals, bonus plans and readjustment 
in COmmission rates. Most new plans, 
the report States, tend to reduce first 
year commissions and vested renewals 
in order to provide the career agent 
with larger renewals for longer periods 
at the expense of those who try life in- 
surance and drop out. 

One company reports a persistency 
bonus payable in monthly installments, 
plus a service commission. Another re- 
ports a new salary plan for new agents 
extending over a period of two years 
with no indebtedness created during that 
probationary period. 


New Retirement Programs 


A large percentage of life insurance 
companies, the report says, have intro- 
duced, or are now planning to introduce, 
retirement plans for agents. Most plans 
provide for joint contributions by the 
agent and the company. . 

Pointing out that public relations as 
well as the agent’s efficiency suffer from 
needlessly complicated requirements, 
the report lists many things that com- 
panies are doing to simplify their pro- 
cedures. These include the adoption of 
non-medical selection, the elimination of 
unnecessary forms and records, simpli- 
fication of branch office procedure, mail 
and telephone plans to eliminate unnec- 
essary calls by agents, streamlining of 
rate books and plans for reducing the 
volume of correspondence required of 
agents. One company reduced clerical 
work in agencies 20% by transferring 
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Foi! Rough Notes 





EARLE CLARKE 


Earle Clarke, editor of publications at 
the home office of Occidental Life of 
California, is joining the editorial staff 
of Rough Notes of Indianapolis. Mr. 
Clarke graduated from Kansas State 
College in 1939 and then went with 
American Reserve Life of Omaha. He 
became agency secretary and then went 
with Occidental in 1940. 


commission accounting and distribution 
to the home office. At the same time, 
agents receive their checks more 
promptly. 

The report states that most compa- 
nies have established honor clubs and 
other forms of recognition for their na- 
tional, regional or agency leaders. In 
lieu of leaders’ meetings, several com- 
panies are planning to conduct a victory 
conference at the end of the war. An- 
other company brings its club leaders to 
the home office for formal presentation 
of awards. Other awards for length of 
service are made by various companies. 

John Hancock’s ‘“M” plan for recog- 
nizing agents who buy war bonds, aid 
in civilian defense and meet sales quo- 
tas, is illustrated. 


S. K. K. L. Parley at St. Joe 


The Stewart - Keator-Kessberger & 
Lederer general agency of Continental 
Assurance at Chicago is holding a three 
day life insurance conference at St. Jo- 
seph, Mich., this week. The conference 
was preceded by a production campaign, 
qualifying 20 office producers to attend. 

W. E. White, vice-president of Conti- 
nental Assurance; Emil L. Lederer, sec- 
retary-treasurer; John J. Gattorna, as- 
sistant secretary, and T. C. Gordon, 
manager life department of the Stewart 
agency, attended the meeting. 


Schools to Use Handbooks 


LOS ANGELES — When Los An- 
geles City public schools open on Sept. 
13, there will be in the hands of the 
teaching force 2,000 copies of the “Hand- 
book of Life Insurance” published by 
the Institute of Life Insurance. The 
book now is a part of the curriculum of 
the schools. Its adoption and inclusion 
marks the successful completion of the 
decade long campaign inaugurated by 
Roy Ray Roberts, general agent State 
Mutual, and chairman of the N. A. L. U. 
committee on education, who now is a 
candidate for secretary of the N. A. L. U. 


Gottschall on Long Trek 


Director of Agencies Walter L. Gott- 
schall of the Equitable Society at Chi- 
cago who has been in the Pacific north- 
west visiting Equitable agencies and 
giving addresses left early this week for 
Texas making a teur of that state and 
talking to Equitable field men. He will 


go from there to Los Angeles. He ex- 
pects to return to Chicago about Oct. 8. 





Round Table H ead 
Sees Bigger Field 
for Women Agents 


Miss Helen Zepp of the R. R. Reno 
agency of Equitable Society in Chicago, 
who will preside over the Women’s 
Quarter Million Dollar Round Table at 
the meeting of the National Association 
of Life Underwriters in Pittsburgh, is a 
graduate of the University of Wisconsin 
and served as president of the Wiscon- 
sin Alumnae Club in Chicago. She is 
preminent in University of Wiscon- 
sin circles. She was president of her 
sorority Delta Zeta when she was an 
undergraduate and has kept in close 
touch with it since. 

She got a taste of life insurance when 
she became an agent for the Continental 
Assurance in its home city of Chicago. 
After two years with the company she 
accepted a secretarial position at the 
general office of the Celotex Company 
in Chicago but in 1931 she entered the 
Kemp agency of the Equitable which 
Manager Reno inherited and she contin- 
ued under his jurisdiction. Miss Zepp 
has a real enthusiasm for life insurance. 
She is a young woman of charm and dis- 
tinction, affable, possessing a radiant 


personality. In connection with the 
work of women in the life insurance 
tield Miss Zepp made the following ob- 
servation: 
Get Most Business from Men 

“T think you will find that every suc- 
cessful life insurance woman receives a 
greater percentage of her volume from 
men. It is true that more women are 
in business getting fairly good salaries 
and hence they are buying insurance 
more freely than in the past. However, 
the big market is with men and if a 
woman agent succeeds she must work 
among male prospects. It has been my 
experience that a man who is interested 
in insurance will listen to anyone who 
knows his business, has the faculty of 
diagnosing his insurance needs and has 
the knowledge of how to apply life in- 
surance contracts to them. He is not 
concerned as to whether he is dealing 
with a man or woman agent but he is in- 
terested in the person. He wants to 
have someone handle his insurance who 
knows what, when and how to do. I 
have found that prospects of moment 
appreciate a master craftsman, so to 
speak. Every woman should qualify in 
this regard. She should have the same 
entree to a prospect as a man and the 
only way she can accomplish this is by 
being as well informed and able to han- 
dle life insurance as any man agent.” 





understanding, 


Home Office. 








YOU'RE A CINCH 


to click, using our lead letters. Designed 
for various types of prospects, they have 
surprising results. Take the Earle Moore 
Agency in Los Angeles for example: Earle's 
Agency has produced over $2,000,000.00 
in new business in the past year, and he 
attributes 75% of it to lead letters. 


This should be convincing, but if it isn't, 
why not try it yourself? 


A Quarter Billion Dollar Mutual 
Company, 63 years old, with an 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 


cooperative 
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Railway Wrecks Are 
Now Being Studied 


Greater Demand for Both 
Accident and Life Insur- 
ance Is Already Noted 


Both life and accident companies real- 
ize the extra exposure to which they are 
subjected because of railroad wrecks. 
The three major ones, Lackawanna, 
near Rochester, N. Y., Aug. 30 with 28 
deaths and many injured; the crack 
Congressional Limited on the Pennsyl- 
vania in northeast Philadelphia with 78 
killed and scores injured, and the New 
York Central’s 20th Century at Conas- 
tota, N. Y. with three killed and many 
injured; all testify to some underlying 
defects. Then over the Labor day holi- 
day, a Long Island train was derailed 
at Hempstead, and another train was 
thrown from its moorings at Port Jar- 
vis, N. Y. on the Erie. A number were 
injured in both cases. 

Insurance companies had come to 
look on railroad travel as the safest 
means of transportation. There have 
been but few disastrous wrecks in re- 
cent years. In days gone by the perils 
of railroad travel were publicized, re- 
sulting in thousands of accident insur- 
ance tickets being sold as well as spe- 
cial travel policies. People taking a 
trip were supposed to accept many 
chances. The double indemnity cover- 
age came into being when raillroad 
deaths and injuries lessened but while 
the danger lurked vividly in the public 
mind. 

In due season, improvements de- 
creased railway travel hazards to a 
minimum and the double indemnity fea- 
ture had to be much extended to be 
salable. 

The present situation is bringing a re- 
turn of the former railway travel haz- 


ards. Already there is a growing de- 
mand for accident insurance. This week 
has brought many new _ policyholders 
and others have increased their protec- 
tion. Special travel policies will be in 
demand. Much more double indemnity 
will be sold in connection with life in- 
surance. 

“The war is playing havoc with the 
railroads at a time when their service is 
most needed. They have done a her- 
culean task in spite of all odds. Heavy 
demands have been made on them. Con- 
gestion in freight, express, mail and 
passenger traffic is unparalled. 

The roads because of these tremen- 
dous calls can not stand too much 
strain. Trackage needs attention but 
the government will not give priorities 
for rails. Speed is urged and it is a 
source of prolific danger. Equipment 
has been repaired until the patches will 
no longer hold. Inspection, so impor- 
tant. has had to be neglected. Loss of 
manpower and the use of new and in- 
experienced help naturally impair effi- 
ciency. Thousands of railroad employes 
have been enlisted in the armed forces. 

The wrecks are the result of these 
abnormal war conditions and more can 
be expected. Insurance men therefore 
have a great talking point these days 
for accident and life insurance. 





McNamara with “Ad” Agency 


Tom McNamara has resigned as a 
member of the Fireman’s Fund adver- 
tising department to become connected 
with the San Francisco office of 
J. Walter Thompson Company, the well 
known advertising agency. He has been 
with Fireman’s Fund five years and be- 
fore that was life insurance editor of 
“Underwriter’s Report” of San Fran- 
cisco. At one time he was in the ad- 
vertising department of Standard Acci- 
dent. 





The Unique Manual-Digest shows 
“what you want to know” about all iife 
companies, contracts, rates, costs, values, 
options, ete. “All-in-one.” Only $5. 
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these war-rich areas. 





plan offered. 


Chicago 4, Illinois. 





WANTED 
AGENCY MANAGERS 


for 


PACIFIC COAST AND TEXAS AGENCIES 


An old line company with more than a quarter billion dol- 
lars ordinary insurance in force in the west is looking for 
high grade, ambitious life underwriters to fill supervisory 
vacancies created by the rapid growth of its organization in 


Thoroughly convinced that experienced agents and managers 
are among the most valuable assets of a life insurance com- 
pany this progressive management is ready to invest the 
necessary funds to subsidize the training and establishment 
of carefully selected qualified men. 


Salary, overwriting, full commissions and renewals, travelling 
expenses, office allowance, and non-contributory retirement 


When writing for full information, give complete record of 
experience, quality and quantity of production last three 
years, age and draft status. All replies treated confidentially. 


Write: $-95, The National Underwriter, 175 W. Jackson Blvd., 


MANAGERS 
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INCE Dec. 7, 1941, U. S. life insurance 

agents have made one of the most impressive 
and valuable contributions of the country’s entire 
war effort. In co-operation with labor, manage- 
ment and other groups, life agents have initiated 
payroll savings plans for the purchase of War 
Bonds, in over 78,000 firms, covering 15,000,000 
workers, and accounting for five billion dollars 
worth of bonds! 


Moreover, in addition to this voluntary contribu- 
tion, life men are increasing their own business 
week by week. And a large percentage of their 
premium dollars also is invested in War Bonds! 








THE UNION CENTRAL LIFE INSURANCE COMPANY 


CINCINNATI, O. 
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Myrick Seats oor 
$40,000 Exemption 


Believes It Should Be 
Restored—Questions Tax 
for Social Reform 


Life insurance is the obvious way for 
a person to create a competence for 
himself and his family in view of the 
tax conditions, Julian S. Myrick, second 
vice-president of Mutual Life of New 
York, told the Boston Chapter of C. L. 
U. at a meeting Thursday, but he warned 
that no one knows for certain what to- 
morrow’s tax laws may provide. “If re- 
cent action may be taken as a criterion,” 
he said, “then we may expect that the 
imposition of additional taxes upon a 
man’s life insurance estate certainly will 
continue to occur to our legislators.” 
The $40,000 specific exclusion of life in- 
surance already has been wiped out, he 
emphasized. 

Under today’s income and estate tax 
laws, he said, a man must earn $85,000 
a year and live on $16,300 of it, or a 
total of $850,000 in 10 years, in order to 
leave a net estate of $100,000 for his 
family 10 years from now. From the 
standpoint of income- earning ability, he 
pointed out, $100,000 is not a huge sum, 
for invested today it would earn only 
$200 to $250 a month. 


Backs $40,000 Deduction 


“In view of the obvious fact that to- 
day the amount of so-called ‘spendable 
funds’ available to a man for the crea- 
tion of a competence for his widow and 
children will go further in life insurance 
than in other forms of saving,” Mr. My- 
rick said, “I believe that a deduction for 
life insurance premiums up to a reason- 
able amount should be allowed in calcu- 
lating income tax; that the recent exclu- 
sion of $40,000 of life insurance from 
estate tax should be immediately re- 
stored; and that, in order to help fami- 
lies conserve whatever estate they may 
inherit and promptly pay their taxes on 
it—and this point 1s most important— 
life insurance specifically earmarked for 
payment of estate taxes should not be 
included in the taxable estate. This 
would not only benefit the family but 
the U. S. Treasury as well, for it would 
definitely assure the government of its 
estate tax revenue no matter what the 
structure of the estate might be.” 


Takes Issue with Dr. Conant 


He took issue with a magazine article 
by Dr. James B. Conant, president of 
Harvard University, calling for a post- 
war “American Radical” who would be 
“resolute in his demand to confiscate (by 
Constitutional methods) all property 
once a generation” and would “demand 
really effective inheritance and gift taxes 
and the breaking up of trust funds and 
estates.” 

“The tax situation which exists today 
shows us pretty conclusively that Dr. 
Conant is a little late in calling for 
‘American Radicals’,” Mr. Myrick com- 
mented. “Their hot breath already is 
upon us, and if they continue to expand 
and to apply their distorted philosophy 
they inevitably will throw millions of 
people upon the state for their security. 
And every time people accept a guar- 
antee of security from the state they 
surrender an equal amount of freedom— 





September 10, 1943 











FeNATIONAL UNDERWRITER 





the very thing we are fighting to pre- 
serve.” 

There is a war to be won, he said, 
and the war takes astronomical amounts 
of money. “There can be no denying 
the right to tax and to tax heavily in 
times of national urgency and for the 
purpose of raising necessary revenue, 
but I question any tax which is levied 
for the sole purpose of social reform; 
which in effect would deny to a widow 
the right to live in security as the direct 
result of her husband’s personal initia- 
tive and thrift; which would deny to the 
children the right to an education and 
a helping hand at the threshold of their 
maturity. 


Personal] Initiative Best 


“TI raise this question because I have 
always believed in the personal liberty 
of the individual—the God-given right 
to work, to save, to provide for one’s 
family and for one’s self. I have always 
believed in the initiative and incentive 
which personal liberty inspires and in 
the obligations to society which personal 
liberty demands. I believe in the equal- 
ity of opportunity which since the found- 
ing of America 167 years ago has 
brought reward to the humble and to 
the proud alike and has provided the 
incentive to achieve personal success 
and security—attainments which in turn 
have contributed so largely to the prog- 
ress of this great country of ours. If I 
didn’t believe in these things I wouldn't 
be in the life insurance business, which 
certainly has its humanitarian roots 
down deep in the fertile soil of personal 
liberty, personal initiative, and mainte- 
nance of the home.” 

Mr. Myrick declared he believed that, 
in order to guarantee the family may 
continue to exist as the principal unit 
of our civilization from generation to 
generation, “we must be prepared to op- 
pose vigorously any attempt which 
might in the future ‘be made to break 
up trust funds and estates of a reason- 
able amount.” 


Is Solely Indemnification 


-In urging life agents and policyholders 
to talk with their legislator friends about 
the tax problem “so that there may be 
no misunderstanding whatever when this 
war is over,” he pointed out, so far as 
taxation of life insurance is concerned 
“our tax experts should remember that 
life insurance is indemnification in char- 
acter. Its purpose is to make no one 
rich; to reap no profits for the benefi- 
ciary, but simply and solely to indemnify 
a widow and children against the loss of 
income occasioned by the death of the 
breadwinner.” 

Mr. Myrick said that today the amount 
of so-called “spendable funds” available 
for the creation of a competence for 
widows and children will go further in 
life insurance than in other forms of 
saving. “In order to help families con- 
serve whatever estate they may inherit 
and promptly pay their taxes on it,” he 
commented, “life insurance specifically 
earmarked for payment of estate taxes 
should not be included in the taxable 
estate. This world not only benefit the 
family but the U. S. Treasury as well, 
for it would definitely assure the Treas- 
ury of its estate tax revenue no matter 
what the structure of the estate might 
be.” 





For accident and health sales ideas, 
use the Sales Section of the A. & H. 
Bulletins. Write The A. & H. Bulletins, 
420 E. 4th St., Cincinnati 2, Ohio. 








UNUSUAL OPPORTUNITY 


Indiana special assessment Life. Accident and 
Health Company wants to employ a general agent. 
To a person with real ability, who wants to work, an 
opportunity to build a profitable, permanent con- 
nection in home office is presented. 


GUARANTEE RESERVE LIFE INSURANCE CoO. 
Hammond, Indiana 





Sales Points on 
Pension Trusts 


Used by E. A. Hasek 


Although war prosperity makes the 
present a lush period for the sale of 
pension trusts, these contracts are being 
sold for a long period and the selling 
points should be strong enough to carry 
conviction for the less favorable times 
in the future. 

E Hasek, general agent of Na- 
tional Life of Vermont in Kansas City, 
believes that the fundamental arguments 
in favor of pension trusts, just as the 
central idea of itself, will stand up and 
be as convincing in 10 years as today. 
Mr. Hasek, who has been successful in 
placing pension trust cases, and whose 
agency recently established a pension 
trust department with C. A. Elliott as 
pension trust engineer, says that per- 
haps the most telling point he makes to 
the business owner or corporation offi- 
cial is that if business and industry do 
not provide the security which employes 
want for their old age, then the govern- 
ment will. People are insisting more 
and more upon having such security. 
Business and industry can, through life 
insurance, provide that security in the 
democratic way of American life if they 
will, Mr. Hasek contends. Otherwise the 
government will determine the method 
of provision. 


Fund for Obsolescent Manpower 
_ The pension trust is a 
for taking 
power,” 


“sinking fund 
r care of obsolescent man- 
is the way Mr. Hasek puts it to 


the executive. Business long has recog- 
nized the economic necessitv of provid- 
ing a reserve for offsetting obsolescent 
buildings and equipment, and it is now 
coming to realize that it is just as nec- 
essary to provide a reserve for obsoles- 
cent manpower. Employes as well as 
employers would rather have the provi- 
sion for such a sinking fund made by 
business and industry rather than by a 
political organization. 

Mr. Hasek believes that the argument 
that the pension fund will tend to create 
loyalty among employes is not only a 
good one today but should be as perti- 
nent in 1953. A business firm or manu- 
facturing concern will have the same 
problem then of attracting to it the most 
competent help. With a pension trust a 
firm has a very considerable advantage 
over a competitor who does not provide 
for such security. 


Regard Programs as Permanent 


Aside from doing a necessary job in 
a democratic manner, there is of course 
the argument that nowadays the pension 
trust buyer will be paying for the plan 
with “19 cent dollars’ due to the tax 
situation, although Mr. Hasek has found 
that a surprising number of employers 
are much less interested in the tax angle 
of pension trusts than they are in setting 
up employe retirement funds for the 
long pull. They are thinking of pension 
trusts as permanent programs. Occa- 
sionally a prospect will respond to the 
tax approach with a query as to what 
will happen after the war. Of course, 
with the public debt that will exist at 
the war’s end the tax situation may be 
somewhat adjusted but it will not be 
materially lightened for some years, Mr. 
Hasek points out. 





@ From our advertisement in 


the Saturday Evening Post ® 





the worst. 


make the grade. 


protection . . 
changing family needs . 
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The Light 


to see ahead 


The best things happen to those who prepare for 


Preparation is the secret of security. Don’t let present 
hardships deceive you into thinking you cannot 


The light to see ahead, the will to go ahead, 
the heart to keep ahead, lie within you. 


And one of the greatest aids to your progress is the 
possession and the consciousness of life insurance. 


For ninety-eight years The Mutual Benefit has been 
known for its leadership in making life insurance 
do the most efficient job for those who buy it 
initiating continually broader bases of 

. meeting in an ever-expanding way 

. and wherever practicable, 
extending new benefits to all policyholders. 
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Ritchieen a Act 
Is Explained 


Commissioner Forbes 
Formulates Policy Under 
Broad New Law 


LANSING, MICH. — The Michigan 
department is shaping in final form 
rules governing the writing of group life 
insurance under the 1943 “discretionary” 
act which permits setting up new groups 
heretofore barred from participation in 
group plans. A hearing was held at 
which representatives of interested com- 
panies otfered suggestions for modifica- 
tions which are being made. The regu- 
lations then will be submitted to the 
attorney-general for approval prior to 
filing with the secretary of state. 

A question which may arise is whether 
group contracts involving labor unions 
will be brought under the discretionary 
law and thus require the commissioner’s 
approval. The commissioner has had no 
jurisdiction over this class of contract so 
long as basic provisions were met. 


New Law Very Broad 


The new law, Commissioner Forbes 
and Seth Burwell, head of the depart- 
ment’s life division, explained, permits 
formation of insurable groups by the 
fractioning of an otherwise single group 
or by combining two or more small 
groups. Thus the commissioner can ap- 
prove aS a group any body of not less 
than 250 persons who appear to fall into 
a natural grouping even though they do 
not come within the specifications of the 
usual group such as being employes of 
a single employer or members of a sin- 
gle organization. The new act thus, they 
believe, becomes the most flexible statute 
on the subject in force in the nation. 

Commissioner Forbes does not regard 
the act as a “directive to open the gates 
to novel and experimental coverages” 
but rather as a remedial measure to 
alleviate unfair, incomplete or arbitrary 
proscriptions. 

His policy will be to give the act re- 
stricted interpretation as regards new 
risks, but to allow a broader construc- 
tion for the purpose of preserving group 
life insurance which has been written in 
compliance with the old statute when 
such change has not destroyed the actu- 
arial and underwriting soundness of such 
contracts. 

“Tt is, further,” he said, “my policy to 
look upon group life insurance which is 
properly issued and which can normally 
be maintained as performing a substan- 
tial social and economic service; that its 
benefits should be available within rea- 
sonable limits at the minimum of cost 
and complications to as many persons 
as possible, particularly in the lower in- 
come brackets when adequate safeguards 
from an underwriting and actuarial 
standpoint may be maintained. 

“T shall, however, not condone use of 
discretionary groups as a mechanism to 








Opening For 
ACTUARY 


Prominent midwest life insurance com- 
pany has opening for actuary with group 
insurance experience. Excellent oppor- 
tunity for right man to grow. 


State qualifications in detail ... age, 
draft status, training, experience, etc., in- 
cluding salary expected. Our own or- 
ganization knows of this advertisement. 


Box No. T-4, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 














Man, age 45, with experience as agent of small company, 
as general ascert for a large Eastern mutual company 
and as Superintendent of Agencies for a small company, 
would like connection with a medium sized company in 
Home Office Acency Department, or as State Manager for 
a medium sized comna-y. Available about January |. 
Locations preferred Washington and/or Oregon 

Address T-2, care The National Underwriter, 

175 W. Jackson Blvd., Chicago 4, Illinois. 














break down existing coverages or to stein agency, Cincinnati. They will re- Tuesday at a meeting of the nominating 
‘muddy the waters’ where group insur- turn to Chicago for the American Life committee. The committee comprises 
ance of an_ orthodox non-discretionary Convention. Executive Vice-president James H. Brennan, Fidelity Mutual 
type is available or is in the process of Dwight L. Clarke and Secretary How- Life, chairman, and James M. Royer, 
completion. Likewise, the grouping of ard J. Brace also will attend that meet- Penn Mutual Life, and Lloyd Lafot, 
persons not logically comprising a com- ing. New York Life. 
mon risk, solely for the purpose of ob- 
taining insurance, will not be permitted. D, of C. Tax Revenue at High P r Bond Dri 
Commissioner’s Attitude Taxes and fees collected by the Dis- lan Tenn. Bon ait 

“In general, a discretionary group life trict of Columbia insurance department E. T. Proctor, general agent of 
plan aneuia not replace other group life. during the past fiscal year amounted to Northwestern Mutual, chairman of 

$1,050,000, the annual report reveals. Nashville and Davidson county, Tenn., 


It should be permitted only in special 
circumstances which have left consider- 
able numbers of persons unprotected 
who by logical analogy should be entit- 
led to group life protection. The same 
considerations as to the mode of pre- 
mium collection, adequate spread, free- 
dom from unreasonable voluntary ad- 
verse selection, stabilization of age level 
by the addition of new entrants into the 
group, stabilization of cost, et cetera, 
which govern the sound writing of non- 
discretionary forms of group insurance 
should govern the granting of permis- 
sion for discretionary groups. Loose 
organizations of individuals having no 
common employer have not yet exhib- 
ited generally such persistency of the 
factors necessary to sound underwriting 
to encourage authorization under the 
discretionary provisions of this act.” 





Assured Refused to Accept 
Life Insurance Policy 
with Aviation Rider 


The St. Louis court of appeals re- 
versed the lower court in Brouster vs. 
John Hancock Mutual. This is a suit 
by Betty Brouster involving a policy 
issued on the life of John M. Brouster, 
her son. Brouster on Feb. 19, 1941, 
applied for insurance of $1,000 and was 
issued a policy containing the double 
indemnity provision. He paid the first 
month’s premium of $2.17. On March 
6, 1941, at the request of the company, 
Brouster signed a “questionnaire for 
aviation cases” in which he stated in 
answer to questions as to flights he had 
made in airplanes, “Flew from Lam- 
bert St. Louis Field to work on air- 
planes. Pilot held private license,” and 
further stated, “Flying is confined to 
occasional trips to make repairs on air- 
planes. Has never had any instruction 
as pilot and does not want to learn to 
fly. Is no longer employed by person 
with whom flights were made.” 


Amendment to Application 


On March 13, the company issued 
its policy with a form or rider entitled 
“Amendment to application” providing 
in substance that if the insured’s death 
resulted directly or indirectly from 
service, travel or flight in any species 
of aircraft, with certain exceptions, the 
company’s liability would be limited to 
the reserve value, less indebtedness. 
When the agent delivered the policy to 
which the rider had been attached the 
son refused to accept it. He said he 
would accept the policy and would also 


take an additional one if the clause 
were eliminated. Several days later 
the son was fatally burned at the 


garage where he was employed. There 
was evidence that at the hospital he 
declared that he wanted the policy and 
that his-uncle so informed the agent. 

The court declared that there was no 
completed and accepted contract when 
the son died. Since when he refused 
the policy with the aviation clause the 
company’s offer lost its vitality and the 
matter ended unless the company saw 
fit to renew the offer. 





Jenkins to Visit Agencies 


Vice-president V. H. Jenkins of Occi- 
dental Life of California, will attend 
the N.A.L.U. convention in Pittsburgh, 
and will be joined in Chicago by George 
V. Shipley, home office representative, 
and Vice- -president L. J. Dougherty. 

Following the convention Messrs. 
Jenkins and Shipley will make short 


visits to the A. F. Goyette general 
agency in Pittsburgh, H. A. Sloan 
agency, Indianapolis; Harry Metcalfe 


agency, Louisville, and Isaacs & Bern- 


This is the largest amount ever collected 
by the department in any fiscal year. 
The department states that during the 
year licenses were denied to 600 appli- 
cants and the licenses of six agents and 
solicitors were revoked or suspended. 


Consider Chicago Slate 


The slate of officers for the Life 





Agency Managers Association of Chi- 
cago, to be presented at the annual 
meeting on Oct. 5, was considered 


for the third war loan campaign, has 
appointed John A. Witherspoon, John 
Hancock Mutual; C. A. Craig, National 
Life & Accident, and Dudley Gale of 
Gale, Smith & Co. as members of the 
executive committee. Sydney F. Keeble, 
counsel of Life & Casualty, is co-chair- 
man for the campaign. 





The Unique Manual-Digest shows 
“what you want to Know” about all life 
companies, contracts, rates, costs, values, 
options, ete. “All-in-one.” Only $5. 
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ACCIDENT SALES 


ARE 


“Accident” 
. quick selling . 
renewals are 


& 
income . 
prospects . 
But further than this, 


builder of prospects for Life and other forms. 
effect, immediate income and prospect building, 


‘*DOUBLE”’ 


in itself is a highly profitable source of 
. with your own clients as your best 


BUSINESS BUILDERS 


the same as first commissions. 


“Accident” has proven a most valuable 


This “‘double” 


makes “‘Acci- 


dent” a particularly important business builder today. 


Connecticut General offers extremely broad coverage. . . 
the new non-occupational policy for industrial workers. 


Accident insurance for children down to five 
tailor-made to fit nearly any client’s needs. 


a contract 
Write today or call 


your nearest Connecticut General Office. 


Connecticut General’s broad sub-standard 
life program offers you a real opportunity 


SUB-STANDARD 
LIFE COVERAGE 


duce your rejection rate. 


cover mortality rated up 500% 


considers 


to enlarge the scope of your market and re- 


The Company 
sub-standard life contracts to 
(five times 


the normal mortality rate). 


CONNECTICOT 
GENEKAL 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 
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COMMENT 





More Legislation by Fiat 


If the government were to say, “You 
can’t give Bill Jones a raise unless you 
increase John ‘Smith’s salary by an 
equal percentage,” there would be a na- 
tionwide squawk, even though the step 
were ostensibly part of a war measure. 
Except as limited by necessary regula- 
tions to prevent labor pirating and in- 
flationary salary boosts it is still re- 
garded as the employer’s prerogative to 
compensate his employes, including ex- 
ecutives, according to their worth rather 
than according to government edict. 

Yet the Treasury has 
made exactly this move in connection 
with the so-called 5% margin within 
which employers may buy life insurance 
for their employes without its being 
considered a salary increase. The ab- 
sence of protests, outside of the life in- 
surance business, is undoubtedly due to 
the limited application of the govern- 
ment’s ban on using this method of in- 
creasing an employe’s salary without 
doing likewise for his fellows, but the 
principle is there and there is no more 
excuse for it in wartime than in peace- 
time. 


in principle 


The first Treasury regulations which 
stated that life insurance in 
an amount not exceeding 
would not be considered a salary in- 
crease under the stabilization act laid 
down no restrictions as to the number 
of employes who had to covered 
under such a plan. The corporation 
could, if it chose, buy a policy for any 
officer, or workman that it 
Evidently this possibility was over- 
looked by the Treasury but at any rate 
the practice proved displeasing to the 
socially minded planners who then pro- 
ceeded to announce a policy of requir- 
ing that a 5% plan had to be consider- 
ably broader than just one a few 
employes or though not 
necessarily so inclusive as an approved 
pension trust. 

No justification advanced 
for this intrusion of a social motif in a 
wartime measure. Stripped of its com- 
plication the situation boils down to 
this: The stabilization law and the regu- 
lations interpreting it make it entirely 
clear that the purchase life 
ance for an employe is not considered 


premiums 
5% of salary 


be 


selected. 


or 
executives, 


has been 


of insur- 


inflationary so long as the premiums do 


not exceed 5% of his salary. Thus, 
what the corporation does for its em- 
up to 5% of his 
salary, is non-inflationary and there is 


no need to consider these premiums as 


ploye in this regard, 


having anything to do with the infla- 
tion question. Purchase of a “5%” in- 
surance policy by a corporation for one 
employes is certainly not any 
more inflationary than purchasing it for 
everybody in the plant for neither pur- 
chase is inflationary at all, and the regu- 
lations are there to prove it. 

Therefore, there is no reason con- 
nected with the war effort why it is any 
of the government's business whether a 
corporation buys insurance for one em- 
ploye, a or everybody 
in its employ—unless we have arrived at 
the point where it is a proper function 
of the government to influence the sal- 
ary policy of employers and force them 
to limit their recognition of their more 
valuable employes to the same _per- 
centage basis as their less valuable peo- 
Thus, through its attitude toward 
5% insurance plans the Treasury says 
in effect to the employer, “You can’t 
buy this plan for the employes that you 
want to buy it for unless you include 
certain others who are not worth it and 
whom you would prefer not to give it 
to.” 


of its 


dozen employes, 


ple. 


Is this sort of official pressure to hold 
down rewards to the valuable man to 
the same scale of increase that is to be 
paid his valuable coworkers? It 
represents a curious and perhaps some- 
what disturbing change in what this 
country has considered for years to be 
the proper function of government. No 
of wartime emergency can be 
advanced for this policy, for as we have 
the law and regulations 
themselves rule out any question of in- 
flationary influence. Furthermore if the 
government conceives its role to be to 
hold back the valuable man unless he 
effect drags up with him his less 
competent colleagues it would be only 
an extension in degree and not in prin- 
ciple if, after the war and the inflation 
emergency had passed, the government 
were to frame its regulations to hamper 
the financial advancement of the able 
unless the mediocre personnel were 
given a proportional increase in pay. 


less 


excuse 


observed above, 


in 


Gontrum’s Masterpiece on Bureaucracy 


Commissioner Gontrum of Maryland, 
in his talk before the insurance section 
of the American Association, 
a brilliant defense of state supervision 


3ar gave 


of insurance which should be soberly 
appraised by every insurance man—and 
by every American. For, as Mr. Gon- 


trum ably pointed out, every person in 


the United States is affected directly 
or indirectly by one or more forms of 
insurance, and thus stands to lose seri- 
ously if bureaucratic centralized control 
comes to insurance. 


Brilliant as was Mr. Gontrum’s de- 
fense of the legal reasoning behind 
Paul vs. Virginia, which established 


insurance as outside the scope of fed- 
eral regulation, we think his remarks 
about centralized control are even more 


significant. Even if there were no 
Paul vs. Virginia, no question about 


the authority of the federal government 
over insurance, or any business, Mr. 
Gontrum’s clear exposition of the way 
centralized power grows and = grows, 
stifling initiative and progress, should 
convince anyone. 

It is well to remember, as Mr. Gon- 
trum points out, that insurance has not 
always resisted federal supervision. In 
Paul vs. Virginia, they sought it, and 
lost. So also in the equally important 
New York Life vs. Deer Lodge County 
case. For about 60 years, during 
which time the federal government was 
favorable to business, insur- 
ance men and men in countless other 
businesses found state regulation irk- 
some and often longed for federalism 
as the way out. Mr. Gontrum quotes 
Senator J. F. Dryden, great president of 
Prudential, as an outstanding advocate 
of federal insurance supervision. 

Undoubtedly and unfortunately, there 
are many insurance men today who are 
bitterly opposed to federal regulation 
only because they distrust the present 
When the national pen- 


generally 


administration. 





dulum turns back, unthinking members 
of this group may again favor federal 
supervision, if we have been fortunate 
enough to escape it that long. To such 
men, we urgently advise a careful read- 
ing of Mr. Gontrum’s address. 

The objection to federal centralized 
control is far more fundamental than 
personal likes or dislikes for an admin- 
istration. The old objection to state 
control—its changes and its lack of uni- 
formity—is its greatest strength. An 
experiment in one state can point the 


way to adoption or rejection by other 
states without risk of serious harm— 


a national experiment cannot. Insurance 
can stand an occasional misinformed or 
even corrupt commissioner in one out 
of 48 states. It is doubtful if it could 
stand such a performance on a national 
scale. Occasional state troubles have 
been ironed out. A national bureaucrat 
entrenches himself in power. With no 
peers to check him, his power becomes 
intolerable and his mistakes irremedi- 
able. 

Perhaps the greatest object lesson ex- 
hibited by Mr. Gontrum is the conver- 
sion of Senator O’Mahoney. Only two 
years after his advocacy of federal in- 
corporation, including insurance com- 
panies, we find the senator denouncing 
in public print the impotence of the 
senate and the way the executive de- 
partment turns arbitrary decrees into 
binding and unappealable law. We ad- 
mire Senator O’Mahoney for his moral 
courage in publicly acknowledging his 
mistakes and hope his object lesson will 
not be sian 





PERSONAL SIDE OF THE BUSINESS 





Thomas C. Sherman, Newark general 
agent of Pacific Mutual Life, completes 
40 years in insurance Sept. 15. He 
started in the statistical department at 
the home office of Fidelity & Casualty 
and rose to underwriter in the accident 
and health department. He resigned in 
1912 to join Globe Indemnity in New 
York as assistant superintendent of the 
accident and health department. Then 
after two years he joined the home office 
of Columbian National Life in Boston 


in charge of the accident and health 
department. After four years he re- 
signed and became an agent of that 


company in New York. 

Mr. Sherman in 1926 went to New- 
ark with Pacific Mutual and became as- 
sistant manager, then manager. In 1938 
he was appointed general agent. 

Joe D. Morse, president, and A. G. 
Palmie, assistant secretary and manager 
of the industrial department of Home 
State Life of Oklahoma City, have just 
returned from a fishing trip to the east 
coast of Mexico with a record catch of 
1,800 pounds within eight days. They 
were in a party of eight Oklahoma City 
business men. 

The bull terrier, “Champion Crick- 
howell Cyclone,’ owned by Don K. AIl- 
ford, assistant manager Goldman agency 
of Prudential in Chicago, recently won 


his sixth best of breed award out of 
seven times he has been showed. 


Arnold Dewar, Shanghai, China, man- 
ager of West Coast Life, who has been 
interned by the Japanese since the out- 
break of war, is reported to be among 
the Americans soon to arrive in this 
country in exchange for Japanese Na- 
tionals. He will go to New York, along 
with more than 1,000 other internees, 
on the “Gripsholm.” Mrs. Dewar and 
their daughter, who got out of China 
early in 1941, are in New York awaiting 
his arrival. 

A. M. Burton, president and founder 
of Life & Casualty, has made a gift of 
$100,000 to the Nashville Christian In- 
stitute to establish a school for the train- 
ing of Negro boys for the ministry. 

For eight weeks Carlo Sposito, for- 
merly in Portland, Ore., with National 
Life of Vermont, now a shop foreman 
at Commercial Iron Works, is putting 
the whole of his pay check into war 
bonds. He is living on renewals from 
the insurance he has written in the last 
eight years for National Life. 

Harry C. Fetsch, vice-president and 
actuary of Ohio State Life, observed his 
25th anniversary with the company. He 
was presented with a bouquet of 25 
roses by members of the home office 
staff. Mr. Fetsch is an actuary who 
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learned life insurance from the ground 
up, having started out with a rate book 
when a young man. He is a member of 
the Actuarial Society of America and 
the American Institute of Actuaries. 

W. Wallace Garrabrent, founder of 
the Newark agency of Connecticut 
General Life, celebrated his 25th anni- 
versary there. He received a gold serv- 
ice pin from the company, and an oil 
painting from his associates. He retired 
from managerial duties in 1937 to spe- 
cialize in estate planning and business 
insurance. 

E. A. Hasek, general agent of Na- 
tional Life of Vermont in Kansas City, 
and Mrs. Hasek were in Chicago last 
week en route to New York. Mr. Hasek 
will visit the home office at Montpelier, 
Vt., and then will stop at Pittsburgh for 
the Million Dollar Round Table, of 
which he is a member, 


DEATHS 








Popular Travelers Man 
Taken Suddenly by Death 


Gordon V. Kuehner, superintendent 
of life, accident and group insurance 
agencies of Travelers, died suddenly in 





GORDON V. KUEHNER 


New York City while returning from a 
trip to Canada. He had been ill several 
months, but appeared to be convalescing 
satisfactorily. 

Mr. Kuehner was born in 1892, at 
Waterloo, Ont. Following his educa- 
tion in Canadian schools he became as- 
sociated with the Canadian Pacific Rail- 
way. Later he was with the Pearson 
Syndicate in Mexico and the Canadian 
Consolidated Rubber Company. 

_ In 1920 he joined Travelers as agent 
in Montreal. The following year he was 
transferred to the branch in Hartford, 
where he was appointed assistant man- 
ager. In 1924 he was promoted to man- 
ager. Two years later he went to Chi- 
cago as associate manager. He was re- 
called to Hartford early in 1927 to be- 
come assistant superintendent of life, 
accident and group agencies. Later that 
year he was promoted to superintendent. 

Harry J. Brown, who was with Pa- 
cific Mutual Life for 45 years, died at 
his home in Los Angeles. Starting 
with the company in Denver, he later 
went to the home office in San Fran- 
cisco and when headquarters were 
transferred to Los Angeles in 1907 he 
moved to that city. He served as pur- 
chasing agent, agency auditor and 
assistant secretary and assistant treas- 
urer, He retired in 1941. Mr. Brown 
had traveled extensively for the com- 
pany in connection with the work of the 
agency department. He attended many 
life insurance conventions and was ac- 
tive in organization work. 

Mrs. Alice T. Gunn, with the Boston 
agency of John Hancock Mutual Life for 
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“THERE'S A MAN WHO's 
HE CARRIES SUBSTANTIAL CIFE 


GRACEFULLY, 
INSURANCE, 





16 years, and a charter member of the 
Women’s Quarter Million Dollar Round 
Table, died at her summer home at: 
Pigeon Cover, Mass. 

Louis H. Neiss, superintendent of 
Boston Mutual Life in Worcester, Mass., 
died in Woonsocket, R. I. 








Reports on Conn. Bank Policies 
Applications for Connecticut savings 
bank life insurance received through the 


* * 


GRowiNG OLvp 


18 mutual savings banks in August to- 
taled $153,050, a 30% increase in appli- 
cations over July and 53% over August, 
1942. The amount of savings bank life 
insurance in force through the eight is- 
suing banks is $1,886,593, represented 
by 2,136 policies. Despite the retarding 
effect of the war, applications are in- 
creasing in number due to a large num- 
ber of working women applying for life 
insurance, Secretary J. P. Royston an- 
nounced. 


* * 
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The Midland Mutual pays a 


dividend at the end of the 


first policy year, Modified 


3 excepted. Only Partici- 


pating Policies are written. 


We solicit your inquiry 


COMPANIES 


North American Agents 
Honor McNamara 


The agency force of North American 
Life of Chicago honored Vice-president 
Paul McNamara in the annual birthday 
drive with sales increase 22% over Au- 
gust, 1942, the biggest single monthly 
record in 17 months. The increase in 
new business is attributed to the new 
agency expansion program. The com- 
pany recently entered Georgia with G. C. 
McKenzie appointed as state manager, 
and in August named Max L. Lambert, 
who had served in the home office over 
25 years, as agency manager for the north 
and northwest side of Chicago. The 
Lambert agency in its first month ranked 
10th. 





Death claims incurred in the last 
month decreased 34% from August, 


1942, making the lowest August record 
in 14 years. 

President E. S. Ashbrook reported the 
first eight months show a continued de- 
crease in lapses and substantial increases 
in assets, surplus and insurance in force. 





St. Louis Mutual Buys 
New Home Office Building 


The St. Louis Mutual Life, which 
now has its home offices at 3640 Wash- 
ington boulevard, St. Louis, has ac- 
quired the 10-story Rialto building, 
southeast corner of Fourth and Olive 
streets, and the adjoining two-story ad- 
dition. It contains 200 office rooms and 
about 50,000 square feet of floor space. 
President T. E. Sly said the company 
will occupy it as a home office at an 
early date. 


Fidelity Mutual Nears 
the $400,000,000 Mark 


Fidelity Mutual Field men, who are 
watching the calendar in an effort to 
guess when the company’s insurance in 











force will pass the $400,000,000 mark 
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were given a tip last week by Frank H. 
Sykes, vice-president and manager of 
agencies, who announced a 46% gain of 
paid volume and a 40% gain in received 
business for a month of August. Fidel- 
ity’s insurance at the end of the month 
stood at $397,863,321. 





McDonald Agency Secretary 
of Northwestern Mutual 
MILWAUKEE—John P. McDonald, 


for the last eight, years agency assistant 
in the agency department of North- 
western Mutual Life, has been appointed 





J. P. McDONALD 


agency secretary, a newly created posi- 
tion carrying a junior officership. He 
joined the company in the home office 
secretary's department in 1925 and 10 
years later transferred to the agency de- 
partment. His experience has given him 
a specialized knowledge of office pro- 
cedure and general agency accounting. 
His work as agency assistant has been 
largely concerned with general agency 
financial operations and management. 

Mr. McDonald was born and edu- 
cated in Milwaukee where he_ took 
special training at University of Wis- 
consin. A graduate of the 1938 school 
of Sales Research Bureau, he has 
served on the committee on agency field 
costs for several years. He assisted in 
formulating the Northwestern Mutual's 
agents’ retirement plan and has served 
as treasurer since it was established. 





Reliable Life Shows Gains 


Reliable Life of St. Louis showed a 
gain of $8,798,674 in insurance in force 
for the first six months of 1943, com- 
pared with an increase in the like period 
of 1942 of $3,215,555. New business in 
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the first six months was $13,917,862 
compared with $15,879,393 in the first 
half of 1942. 


John F. Donoho with N. Y. Life 
NEW YORK-—John F. Donoho, in- 


vestment expert has joined New York 
Life as manager of the railroad and in- 
dustrial division of its treasury depart- 


COAST 





Act on Work Week Petitions 

LOS ANGELES — The War Man- 
power Commission's advisory commit- 
tee for southern California has passed 
upon only two of the applications for 
exemption for the 48-hour work week 
filed by local insurance offices. New 
York Life’s request for a 40 hour work 
week was denied while the application 
of Hays & Bradstreet, general agents 
New England Mutual Life, for a 451% 
hour work week was granted. 

None of the fire and casualty offices 
making application have been advised as 
to the decision of the committee. 





Seattle Bond Drive 

SEATTLE—Sept. 10 has been desig- 
nated as “Insurance Day” at Seattle’s 
victory square. AIl branches of insur- 
ance will join in the special war bond 
drive, according to Pete Bullock, presi- 
dent Seattle Life Underwriters Associa- 
tion. John Jewett, Northern Life, is 
chairman. 

The King County Insurance Associa- 
tion will represent the fire and casualty 
branch and will attempt to work with 
the all-industry committee to achieve a 
record in war bond sales. 





To Discuss Tax Problems 

SAN FRANCISCO—Federal income 
tax problems will be discussed at the 
Sept. 19 meeting of the San Francisco 
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The Wisconsin National helps you to 
success and security. 
and attractive life agency plan with 
@ group of select and salable poli- 
cies—diversified policies—Life, Acci- 
dent and Health. 








It offers a new 


Or, you can boost your present in- 
The Wisconsin National has 
the policies that will secure increased 


come. 


income for you through new business 
as well as renewals. Your commis- 
sions will be most liberal, supple- 
mented by prompt claim service. 


For contract and territory in Wis- 
consin, Illinois, Minnesota, Michi- 


gan or Indiana, address Agency 

Manager. 
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General Agents & Managers Association 
by Thursday Snyder, principal auditor 
Internal Revenue Department. 


CLU 


C.L.U. Designation Goes 
to 149 at Pittsburgh 


Experience credentials of the 160 can- 
didates who completed the C.L.U. exam- 
inations this year and of eight candidates 
who completed examinations in earlier 
years have been reviewed by the Ameri- 
can College’s registration board, which 





consists of Dr. John A. Stevenson, 
chairman; William M. Duff and Dr. 
David McCahan. The board has recom- 
mended award of the C.L.U. designation 
to 149 candidates and of the certificate 
of proficiency to four others. Assuming 
approval of this recommendation by the 
trustees at its meeting Sept. 13, these 
candidates will be granted their diplo- 
mas at the annual conferment of the 
American College to be held in Pitts- 
burgh Sept. 16, in conjunction with the 
convention of the National Association 
of Life Underwriters. , 

As soon as the registration board re- 
ceives information for each of the re- 
maining candidates who has completed 
the entire series of examinations showing 
that the three-year experience require- 
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There’s a bright new star on the life insurance horizon 


... guiding Managers and Field Underwriters to more 


Our new Q-V-S COMPENSATION PLAN truly 
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against the charts on Pages 6 and 7. 
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Institutions, like individuals, have both reputation and 
character. While reputation may bring temporary success for 
an organization, character alone determines its ultimate well- 


Character, in an institution, means high ideals unflinch- 
ingly pursued; willingness to do a bit more than the letter of 
the contract implies; knowledge that service is something more 
than sheer duty; tolerance toward human frailties, and belief 
that the rights of one terminate where another's begin; adher- 
ence to the eternal principle of fair play. 

Reputation is what others think of us; character is what we 
really are. It is the philosopher's stone that transmutes the dull 
dross of business dealings into golden nuggets of friendship. 
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ment has been fully met, award of the 
diploma will be recommended. 

Since the annual conferment is on a 
national basis and some successful can- 
didates are unable to attend, college offi- 
cials stress local presentation of diplo- 
mas at meetings of C.L.U. chapters and 
life underwriters’ associations. Although 
the regular national conferment legally 
conveys to the candidate all the privi- 
leges associated with possession of the 
C.L.U. designation or the certificate of 
proficiency, the less formal local pres- 
entation ceremony gives suitable recog- 
nition to his achievement among his 
friends and associates. 





Newark Chapter Resumes 

The Newark C.L.U. chapter opened 
its fall and winter season at a luncheon 
at which plans were outlined for the 
coming season. 








Ky. Department Digest of 
Municipal License Fees 


The Kentucky insurance department 
has got out a digest of Kentucky mu- 
nicipal ordinances under which a license 
tax is levied on insurance companies 
doing business in Kentucky and has for- 
warded copies to all of the companies 
interested. The state legislature recently 
passed a bill authorizing the legislative 
body of each city to impose such license 
fees on insurers for the privilege of 
doing business. The department’s di- 
gest of such ordinances, containing the 
pertinent provisions of each, is being 
furnished to companies as a guide in 
paying municipal taxes. 

Director Goodpaster states’ that the 
attorney-general’s office has held that 
the license fees must be on a percentage 
basis and that a flat license fee or tax 
in excess of $5 is not enforceable. 





Party for Grant Taggart 


O. J. Lacy, president of California- 
Western States Life, will be host at a 
cocktail party in Pittsburgh the evening 
of Sept. 16 for Grant Taggart, president 
of the National Association of Life 
Underwriters, who is California-West- 
ern States great leader at Cowley, Wyo. 





An insurance salesman uses a story to 
illustrate a point in that some people in 
purchasing insurance seem to look at the 
price alone. He calls attention to the 
man who walked up to a railroad ticket 
agent and asked for a ticket to Spring- 
field. “Which Springfield?” asked the 
agent. “Springfield, Ill, Springfield, 
Mass., Springfield, O., Springfield, Ky?” 
The traveler answered, “Which is the 
cheapest?” 


~ LIFE AGENCY CHANGES 





Schoch Quits Aetna 
Life Detroit Post 


H. K. Schoch, general agent of Aetna 
Life at Detroit, has resigned effective 
Sept. 15, because of ill health. His suc- 
cessor has not yet been selected. 








H. K. SCHOCH 


Following graduation and subsequent 
post graduate work at Susquehanna Uni- 
versity, Mr. Schoch specialized as a sales 
engineer. He joined Aetna Life in 1925 
as assistant general agent in Chicago. In 
1928 he was appointed general agent at 
Boston and in 1930 was named general 
agent at Detroit, in which capacity he 
has served for 13 years. 

His wide activities in life insurance 
have included such offices as that of di- 
rector of the Detroit General Agents & 
Managers Association, national commit- 
teeman of the National Association of 
Life Underwriters, and a member of that 
association’s executive committee for 
general agents and managers. 





Erickson Succeeds Lapey 
as Buffalo General Agent 


Percy G. Lapey of the general agency 
of Deuel, Lapey & Co. in Buffalo, N. Y., 
which he founded 39 years ago, has re- 
tired as general agent there of John 


Hancock Mutual Life. He is succeeded 
by Edwin R. Erickson, who has been 
associate general agent there since he 
left Minneapolis in 1930. 

Mr. Lapey, who is dean of insurance 
men of western New York, will con- 
tinue as president of the Buffalo Life 
Underwriters Association. 





Loughran Named General 
Agent at Oshkosh, Wis. 


John P. Loughran, district agent of 
Old Line Life of America, Milwaukee, 
has been appointed 
general agent of 
that company at 
Oshkosh, Wis. He 
started his insur- 
ance career with 
Old Line Life 10 
years ago as a spe- 
cial agent and has 
been a district 
agent since 1937. 
As one of the com- 
pany’s top ranking 
salesmen, he has 
established a fine 
record in conserva- 
tion and new busi- 
ness. For the past 
six years he has qualified for member- 
ship in the Star Leaders Club. He is 
active in civic organizations. 


J. P. Loughran 





Metropolitan Shifts Men 
in South, North Carolina 


Several field changes have been made 
by Metropolitan Life. Al. C. Turbeville, 
a native of South Carolina, has been 
appointed manager in Florence, S. C. 
He formerly was in charge of the dis- 
trict office at Spartanburg, S. C., and in 
Forence succeeds M. A. Brinkley, who 
will head the La Grange, Ga., district. 

Mr. Turbeville entered the service of 
Metropolitan in 1914 as agent in Charles- 
ton, S. C. After overseas army service 
he was a teacher, then four years post- 
master in Lake City, his home town. He 
returned with Metropolitan in 1926 as 
agent in Charleston, then became assist- 
ant manager in Charlotte, N. C., field 
training instructor in 1933, agency su- 
pervisor in 1934, district manager at 
Chattanooga in 1936, and manager at 
Spartanburg in 1938. 

P. B. Magruder, formerly manager of 
a district office in Richmond, Va., has 
been transferred to manager at Gastonia, 
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All Life, Endowment and Annuity Plans. 
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Civilian Foreign Travel Coverage. 

Annuities — Single Premiums up to $100,000. 
Prompt and Efficient Service. 


INSURANCE IN FORCE, 672 MILLION DOLLARS 
(Including Deferred Annuities) 


ASSETS, 221 MILLION DOLLARS 


LIFE 











AN UNUSUAL 
SALARIED 


OPPORTUNITY 


for the 


RIGHT WOMAN 


A company which believes 
in the real future of women 
in the Life Insurance busi- 
ness has an opening for an 
experienced woman life 
agent with a successful rec- 
ord who has the capacity 
and desire to get into organ- 
ization work. This attractive 
position, which will require 
the supervision of women, 
has been created by the ex- 
pansion of our women’s de- 
partment on the Pacific 
Coast. 


Salary, office allowance, ex- 
pense account, overwriting 
and personal retirement 
plan offered. Employment 
will be direct with Home 
Office but personal produc- 
tion privileges permitted. 


If the thought of living in 
the West and working with 
an alert progressive com- 
pany with more than 200 
millions in force appeals to 
you, write box number S-81, 
c/o The National Under- 
writer, 175 W. Jackson 
Blvd., Chicago 4, Illinois, 
for full information. 


In first letter please state 
length of your life insurance 
experience, number of years 
with present company, edu- 
cational background, other 
previous business and super- 
visory experience if any. 
Your inquiry will be held 
strictly confidential. 
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N. C., and in charge of branch offices $250,000 and $300,000 while organizing 
at Forest City and Shelby, N. C. He aad managing a rural unit producing 
joined Metropolitan in 1907 as cashier about $750,000. In 1938 he went to 
in Washington, D. C., in 1911 became Kansas City as agency manager for 


agent, two years later assistant manager, 
and manager in 1921. He has headed 
district offices in Raleigh, N. C.; Wash- 
ington, D. C.; Richmond, Va., and 
Havre de Grace, Md. 

J. A. Blades, former manager at Gas- 
tonia, N. C., has been named head of 
a district office in Richmond, Va., where 
he started as agent of Metropolitan 14 
years ago. He joined Metropolitan in 
1929, in 18 months won promotion to 
assistant manager at Alexandria, Va. In 
1934 he became agency field instructor, 
in 1936 agency supervisor spending 
much time in the home office. Mr. 
Blades was appointed maanger in 1940 
of the district office at Gastonia. 





Fryer Jacksonville, Fla., 
Manager of Volunteer State 


S. Martin Fryer has been appointed 
manager at Jacksonville, Fla., by Volun- 
teer State Life. 

Mr. Fryer entered life insurance more 
than 15 years ago. After receiving his 
education in the schools of Atlanta, he 
moved to Jacksonville as a manager for 
Sears, Roebuck & Co. Shortly there- 
after he joined Shenandoah Life, and 
was with that company several years. 
He then became general agent in Flor- 
ida for Kentucky Home Mutual, the po- 
sition he held when he accepted the new 
post with Volunteer State. 





Haggerty to Assist Hammond 


Wilmer M. Hammond, Los Angeles 
general agent of Aetna Life, has: ap- 
pointed William J. Haggerty assistant 
general agent in charge of San Diego 
and Imperial counties, with headquar- 
ters in San Diego. Mr, Haggerty has 
been with the Hammond agency since 
1937. 


Swarthout with Prudential 
H. M. Swarthout has been appointed 


agent of Prudential in the Glen Baker 
agency at Kansas City, Mo. In April, 


1932, he located in Ames, Ia., with 
Bankers Life of Iowa. After three years 
he was made supervisor of the Des 


agency in charge of a number 
His production ran between 


Moines 


of counties. 


Bankers Life and continued until he re- 
signed July 1 this year. His C.L.U. 
study was begun in 1935 at Drake Uni- 
versity and completed in Kansas City in 
June, 1942. 


Dean Made Amarillo Manager 


Densel Dean, who has been a mem- 
ber of the home office agency of Amer- 
ican Hospital & Life, San Antonio, has 
been appointed Amarillo, Tex., manager, 
with offices at 909 Fisk building. 


Crane A. & H. and Life Manager 


Clifford Crane, who has been with the 
Conkling, Price & Webb agency of Chi- 
cago for 16 years, has been named man- 
ager of its accident and health and life 
department. He takes the place of Fred 
T. Corby, who has joined Home Indem- 
nity at the head office to open and de- 
velop an accident and health department 
for that company. Mr. Crane has been 
an underwriter in casualty lines and has 
an extensive acquaintance with agents 
and brokers. 


Opens Nashville Branch Office 


E. A. Sellers, former branch manager 
at Meridian, Miss., and district manager 
at Jackson, Tenn., has been named 
manager of a branch office of Jefferson 
Standard Life, which has been opened 
in the Stahlman building in Nashville. 











Newhouse & Sayre Appointments 


SAN FRANCISCO—R. H. Hepfer, 
for three years manager of California- 


Western States Life at Oakland, has 
been appointed manager of the newly 
established life department of New- 
house & Sayre, recently appointed Cal- 
ifornia general agents of Great-West 
Life He will have charge of northern 
California. Clayton Schaefer is named 
manager for southern California. 





Gremillion eaten eseniins 


James A. Gremillion, secretary of 
state and ex-officio insurance commis- 
sioner of Louisiana, has announced that 
he will be a candidate for reelection in 
the coming Louisiana Democratic pri- 
mary. 
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Pan-American La., 
Miss. Agents Gather 


The Louisiana-Mississippi department 
of Pan-American Life held a three day 
convention at the Edgewater Gulf Ho- 
tel, Edgewater Park, Miss., this week. 
Tax subjects are being emphasized. 

Miss B. B. Macfarlane, agency super- 
visor, presided at the ‘Tuesday and 
Wednesday sessions and President 
Crawford Ellis at the Thursday morn- 
ing meeting. Dr. E. G. Simmons, execu- 
tive vice-president, gave a talk Thursday 
on “Selling Participating Insurance.” 
Pan-American is in the midst of a mu- 
tualization program. Also at the final 
session there was a talk on “The Ad- 
vantages of the Trust Agreement” by 
E. H. Hezlett, vice-president and gen- 
eral manager. 

The W ednesday afternoon session was 
devoted to “Preparing for Federal and 


State Estate Taxes with Life Insurance.” 
W. C. Hester gave a talk on federal 


taxes, Mrs. Betty Tucker on Mississippi 
state taxes and Peter Hoffarth, Jr., on 
the Louisiana taxes. Ralph H. Hester, 
the leading agent in Mississippi in 1942, 
spoke on “Taking Advantage of the 5% 
Tax for Insurance, * and P. L. McKen- 
zie, on “Meeting the 20% Withholding 
Tax Objection.” 


Franklin Agency 
Heads Assemble 


A group of about 30 Franklin Life 
general agents from Illinois, Missouri, 
Wisconsin, Indiana, Michigan and Iowa 
gathered in Chicago for a two-day ses- 
sion this week with President Charles 


E. Becker and other home office offi- 
cials. A number of special guests at- 


tended the luncheon Tuesday including 
Ferre Watkins, head of the Illinois in- 
surance department liquidation division; 
Ray Murphy and Arthur Smith of the 
Illinois department. 

President Becker in a luncheon talk, 
stated that Franklin Life is now operat- 
ing in 23 states and will enter a num- 
ber of additional states very soon. Dur- 
ing the first eight months of this year 
renewal premium income is 11% ahead 
of the same period last year and the 
first year paid premiums amount to 
$1,000,000 and exceed by 50% the record 
of last year. It seems certain that the 
first year premium income during 1943 


will be 300% greater than it was in 
1939. The new management took office 
in December of 1939. For the first 


eight months of this year gross pre- 
mium income exceeds that for the en- 
tire year of 1939. 

Franklin Life has subscribed for $2,- 
500,000 of the new government bond 
series and with that purchase its total 
direct government bonds will be $10,- 
000,000. In addition there is $8,0000,000 
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“SECURITY PATTERNS” 


NEW, NOVEL, COPYRIGHTED SALES PLAN 
— VALUABLE HELP IN SELLING WOMEN. 


There are styles in life insurance just as there are in clothes. 
State Mautual “Security Patterns” present a complete life 
insurance wardrobe. Visual Fashion Book illustrates and 


ex lains how various life insurance styles fit a woman's 
p ? 
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Years of Steady Growth Makes 
for Confidence in the Future 





MONUMENTAL LIFE INSURANCE COMPANY 


Home Office—Bailtimore, Md. 
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of government guaranteed paper. Sub- 
tracting policy loans the government 
bonds and government guaranteed pa- 
per will represent 38% of assets. 

The farm and city properties that 
have been disposed of this year have 
been sold for 115% of their book value. 
Assets have increased $3,000,000 since 
the first of the year. General expenses 
in relation to paid premiums are 22% 
less than what they were in 1939. 
Franklin Life is approaching the $60,- 
000,000 mark in assets. The mortality 
ratio is about 48. 

Mr. Becker had Homer Fultz take a 
bow. Formerly with the Illinois insur- 
ance department Mr, Fultz is now an 
agent for Franklin Life. During the 
past 204 working days he had sold 206 
policies for a total volume of $561,000. 
He has sold no more than one policy to 
an individual and he has gotten cash 
with the application in each sale. Mr. 
Becker remarked that Mr. Fultz’ in- 
come tax this year will exceed his total 
income last year. 

Also introduced was W. J. Olive, 
general agent at Holland, Mich., a 40- 
year Franklin Life veteran, who has 
sold 4,500 policies. 

M. E. O’Brien, general agent at De- 
troit, was given special recognition. 
Mr. Becker recalled that he once sold 
a policy to President Roosevelt. He is 
the father-in-law of Governor Kelly of 
Michigan. 

The home office group, in addition to 
Mr. Becker, included W. Dugger, 
vice-president; J. V. Whaley, director 
of agencies, F. J. O’Brien, advertising 
manager; B. J. Settegast, assistant to 
president, and Paul Becker, agency sec- 
retary. 

The agenda of the meeting -included 
sades information on several of the 
newer policy forms, the new rate book, 
and successful selling methods. 

Prepared talks were made by F. J. 
Budinger of Chicago, Frank W. Engel 
of Milwaukee, Ralph Colby of Indian- 
apolis, Kenneth DePree of Holland, 
Mich., Chris Breidecker and Jack Wise- 
man both of St, Louis and Homer Fultz 
of Springfield. 


Hold Cal.-Western States 
Parley in Los Angeles 


California-Western States Life will 
hold a two-day conference of managers 
and field men from Southern California 
and Arizona in Los Angeles, Sept. 16-17. 
It is expected about 50 will be in attend- 
ance. Managers and unit managers will 
attend the first day’s sessions and the 
second day program will also include the 
field forces. 

Vice-president Ray Cox, Ernie Gut- 
terson, inspector of agencies, and Mrs. 
Stella Gibbs, director of the women’s 
division, will be home office representa- 
tives at the session. Scheduled to appear 
on the program in addition to the home 
office officials are Manager George L. 
Bolstad of the Los Angeles agency, 
Lloyd W. Hummel of the Central 
agency, Los Angeles; Mrs. Sophia Bliv- 
en, unit manager of the women’s division 
of the Central agency; Manager Ray 
Guiser, Long Beach, Cal., and Manager 
Neil Nettleship, San Diego. 








One-Day Rally in San Antonio 

Paul Becker, agency director of 
Franklin Life, and Ben J. Settegast, 
assistant to President Charles E. Beck- 
er, conducted a one-day agency meeting 
in San Antonio, 





_ Harvey M. Black, formerly super- 
intendent of schools at Hugo, Okla., 
has been appointed executive secretary 
of the teachers retirement fund estab- 
lished by the last Oklahoma legislature. 
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ASSOCIATIONS 


Golden, Sawyer to Head 
Cal. Caravan Committee 


LOS ANGELES—John R. Mage, 
general agent of the Northwestern Mu- 
tual Life and president of the California 
Association of Life Underwriters, has 
appointed E. T. Golden of New York 
Life, San Francisco, and O’Brien Saw- 
yer, Aetna Life, Los Angeles, as co- 
chairmen of the state association’s 
caravan committee. Mr, Golden will 
handle caravan affairs in northern Cali- 
fornia and Mr. Sawyer in southern 
California. 


K. C. Agents Give Hedges Sendoff 

KANSAS CITY—Two hundred life 
agents attended a “send-off” dinner here 
for Herbert Hedges, manager of Equi- 
table of Iowa, who is slated to be elect- 
ed president of the National Association 
of Life Underwriters at the annual con- 
vention in Pittsburgh. Congressman 
Roger Slaughter discussed politics and 
insurance problems. W. Verne Wilkin, 
Union Central, president of the Kansas 
City association, outlined his program 
for the year. 











San Francisco—The first fall meeting 
will be held Sept. 22 with Bishop Karl Mor- 
gan Block of the Episcopal Church, as 
speaker. William H. Brock, Jr., man- 
ager Union Central Life, immediate past 
president, will discuss the work of the 
volunteer port security force of the U. S. 
Coast Guard, of which he is now a mem- 
ber. 

The first fall meeting of the women’s 
committee will be held Sept. 14. 

San Antonio— Frank B. Falkstein, 
Aetna Life, San Antonio, member of the 
Million Dollar Round Table, outlined 
plans for participation of life insurance 
men in the new drive for the sale of 
war bonds. He referred to the fact that 
Secretary Morgenthau has recognized life 
insurance men as the most effective 
salesmen who have worked with the 
treasury officials in promoting the sale 
of bonds. This success he attributed to 
the fact that they are experienced in 
making contacts. 

Dubuque, Ia.—Henry J. Friedman was 
installed as president at the first fall 
meeting. It was decided to support Sen- 
ate Bill 1016 in Congress. Leo Steffen, 
former president, was appointed as chair- 
man of a committee to publicize the pro- 
posed measure. Joseph Rhomberg is 
vice president; Hugh Stouse, secretary, 
and Robert McFadden, treasurer. 

Toledo—Congressman Homer A. Ra- 
mey spoke Thursday, giving his inter- 
pretation of the issues raised in Senator 
O’Mahoney’s article “America Is Being 
Made Over and We Don’t Like It.” Sev- 
eral prominent Toledoans appeared as 
guests of the association at the meeting. 
The legislative committee, President 
Robert E. Florian announced, is doing 
considerable work in connection with the 
Bridges bill which will come before the 
Senate finance committee and the House 
ways and means committee in the com- 
ing session of Congress. 

Mobile, Ala.—Howard H. Aultman, as- 
sistant pastor Dauphin Way Baptist 
Church, spoke on “Characteristics of 
Success,” 





For accident and health sales ideas, 
use the Sales Section of the A. & H. 
Bulletins. Write The A. & H. Bulletins, 
420 E. 4th St., Cincinnati 2, Ohio. 
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HIS PUBLIC LIKES 
RELIANCE POLICIES 


Says Reliance Representative W. 3 
“The complete line of policies, including Perfect 
Protection which Reliance issues, has great advan- 
tages for the public and salesman alike... I can 
see old man W- , when he reaches sixty, sitting 
lazily in the sun with his children and grandchildren 
about him while the monthly renewal checks roll in.” 
Last year Mr. W___-__ made. $21,845.63 in 
Reliance Life commissions. His enthusiasm 
for the Reliance combination of life, health 
and accident policies is typical of many ex- 
pressions from representatives who tell us how 
well pleased they are with their Reliance con- 
nection. You can get more information about 
Perfect Protection from the Reliance Manager 
in your district, or by writing to 


RELIANCE LIFE 


INSURANCE COMPANY OF PITTSBURGH 
Farmers Bank Building _‘ Pittsburgh, Pa. 
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We call our Agents 
by their first names... 


Practical co-operation and helpful under- 
standing between Home Office and Agents 
helps to bring sales success to Dominion 
Life Field men. 


In the Dominion Life you are not a number, but a name. 
The close co-operation existing between the Head Office 
of the Company, the Agency Superintendent, and Field 
Supervisors, is one of the outstanding characteristics of 
this strong, progressive organization. 


The relationship between the Executives, both at the 
Home Office and in the Field, and the men at the firing 
line, is always cordial and helpful, which contributes to 
the high morale and consequent success of Dominion Life 
Field men. 





Since 1889 
HEAD OFFICE ‘WATERLOO, ONTARIO 


LANSING PITTSBURGH 


ROY 6. NOWLIN J. R. KING & ASSOCIATES 
ranc: anager 808-9 Park Bldg. 


800-801 Olds Tower Bldg. 





DETROIT 


F. W. SIMPSON 
Branch Manager 


1766 Penobscot Bldg. 
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Latest Policy Changes 


FieNATIONAL UNDERWRITER 





September 10, 1943 











By JOHN H. RADER 


The National Underwriter is the only weekly insurance newspaper 
providing its readers with important last minute policy and dividend 
changes. Compiled by John H. Rader, National Underwriter statistician, 
these weekly reports supplement the data contained in the Little Gem, 
published in April at $2.50 a copy, and the Unique Manual-Digest, 


published in June at $5 a copy. 





Bankers, Neb., Adding 
Limited Payment Plans 


Limited payment policies maturing at 
ages 55, 60 or 65 are to be written by 
the Bankers Life of Lincoln on and 
after Sept. 15. These are regular en- 
dowments with premium paying period 
limited to 20 years and minimum policy 
limited to $1,500. Premium rates per 
$1,000 are: 


20 Pay 20 Pay 
End. End. End. End. End. End. 
Age Age Age Age Age Age 
55 60 65 55 60 65 
Age $ $ $ Age $ $ 
10 29.82 28.02 26.65 28 442.48 38.91 ® 
11 30.34 28.45 27.03 29 43.48 39.75 36.9 
12 30.85 28.91 27.43 30 44.51 40.64 R 
13 31.40 29.38 27.84 3 45.58 41.56 38.50 
14 31.96 29.86 28.26 32 46.71 42.52 39.34 
15 32.54 30.37 28.71 33 47.88 43.52 40.20 
16 33.15 30.89 29.17 34 49.10 44.57 41.12 
17 33.78 31.43 29.65 35 50.38 45.65 43.06 
18 34.43 31.98 30.13 36 46.80 43.05 
19 35.11 32.58 30.64 37 48.00 44.10 
20 35.80 33.18 31.18 38 49.24 45.18 
21 36.53 33.80 31.73 39 -»-- 50.56 46.32 
22 37.30 34.46 32.30 40 -.». 51.94 47.53 
23 38.08 35.13 32.89 41 . 48.79 
24 38.90 35.83 33.50 42 ssn o> See 
25 39.73 36.55 34.13 43 oore BLBS 
26 40.62 37.31 34.79 44 - 53.03 
27 41.54 38.10 35.49 45 . 54.62 


Pan-American Liberalizes 
Double Indemnity Provision 


Pan-American Life has liberalized its 
additional accidental death benefit to 
cover fare-paying commercial airline 
passengers. This new benefit is to be 
extended to all present policyholders. 





Great Northwest Issues 
New Adult, Juvenile Forms 


Great Northern of Spokane now is 
issuing a participating life paid up at 
age 65, ages 15 to 55, inclusive. Non- 
forfeiture values for this contract are 
the same as the non-participating life 
paid up at age 65. Rates are: age 15, 
$17.50; 25, $22.23; 35, $30.44; 45, $47.36; 
55, $96.20. 

Juvenile policies issued at ages 0 to 
14 also are on the participating basis 
and carry death benefits on a graded 


scale to age 5. 





Non-forfeiture values 
for these policies are the same as those 
for corresponding policies in the non- 
participating department. Premiums for 
the four new plans are: 


20 Pay 20 Educa- 


End. Year End. tional 
Age at 85 End. Age60  Bond* 
eee. $25.13 $48.58 $18.28 $51.89 
i 25.05 48.95 18.29 55.70 
Ph es aia 24.79 48.74 18.44 59.39 
Be coxewe 24.48 48.39 18.51 63.42 
RE: 24.16 47.98 18.58 67.97 
es 23.89 47.57 18.55 73.26 
Bis cis Grete 23.80 47.31 18.66 79.68 
- AEE 23.86 47.17 18.88 87.45 
a -ie 24.04 47.11 19.18 96.94 
- ean 24.29 47.12 19.53 ce 

24.59 47.17 19.93 

24.89 47.20 20.34 

25.21 47.25 20.79 

25.55 47.30 21.25 

25.89 47.36 21.74 

*Premiums per $939 unit. 





Guarantee Mutual Riders 
Add to Policy Forms 


The family income rider plans of 
Guarantee Mutual carry the usual pro- 
vision of $10 monthly income per $1,000 
face amount from date of policy to end 
of specified period. The rider may be 
attached to any policy carrying suffi- 
cient premium payments, in minimum 
amounts of $2,500. 

The mortgage retirement rider pro- 
vides term insurance in a decreasing 
amount each year for 10, 15 or 20 years, 
as elected. Extra premium for this rider 
is level throughout the period of mort- 
gage protection. 

Rates at sample ages on these two 
policies are: 


Fam. Inc. Rider Mort. Ret. Rider 


iY. iY. SOY. 10%. ib Y,. 2oyY. 
Age Per. Per. Per. Per. Per. Per. 
20 $2.07 $3.10 $4.10 $2.73 $2.74 $2.77 
25 2.19 3.31 4.44 2.89 2.93 3.00 
3 2.51 3.83 5.26 3.31 3.37 3.54 
35 $3.11 4.84 6.76 4.11 4.26 4.55 
40 4.18 6.60 9.34 5.52 5.82 6.28 
45 5.73 9.25 138.39 7.55 8.15 9.00 
50 8.13 13.28 19.3 10.73 11.70 13.00 
55 11.66 19.51 > kee BEES sce 


Increases Juvenile Amount 

Equitable Society, in writing juvenile 
ages 5 to 9, will now take up to $5,000 
ultimate. face amount in lieu of $2,500 
maximum which has governed hereto- 
fore. 





Alt 





Business underlies everything in our 
national life, including our spiritual life. 
Witness the fact that in the Lord's Prayer, 
the first petition is for daily bread. No 
one can worship God or love his neigh- 
bor on an empty stomach. 

— Woodrow Wilson, May, 1912 
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Convention Dates 


Sept. 13-14, International Claim Asso- 
ciation, Chicago, Edgewater Beach Hotel. 

Sept. 13-16, National Association of 
Life Underwriters, Pittsburgh, William 
Penn Hotel. 





Sept. 25-27, Life Office Management 
errs. Chicago, Edgewater Beach 
otel. 


Sept. 28-30, National Fraternal Con- 
gress, Cleveland, Hotel Cleveland. 

Sept. 23-25, Mortgage Bankers Asso- 
ciation, Chicago, Drake Hotel. 

Oct. 4-7, American Life Convention, 
Chicago, Edgewater Beach Hotel. 


Oct. 13-14, Actuarial Society of Amer- 
=. — York City, Waldorf-Astoria 
otel. 


Oct. 16-16, Institute of Home Office 
Underwriters, Chicago, Edgewater Beach 
Hotel. 

Oct. 19-21, Life Advertisers Association, 
New York City. 


Nov, 16-18—Research Bureau and Life 
Agency Officers, Chicago, Edgewater 
Beach Hotel. 

Dec. 1, Institute of Life Insurance, New 
York City, Waldorf Astoria Hotel. 

Dec. 2-3, Association of Life Insurance 
Presidents, New York City, Waldorf- 
Astoria. 

Dec. 5-6, National Association of In- 
surance Commissioners, mid-year meet- 
ing, New York City, Pennsylvania Hotel. 


Jan. 11-12, National Association of Ac- 
cident & Health Underwriters, winter 
meeting, Des Moines, Hotel Fort Des 
Moines, 


Ill. A. & H. Committee Now 
Studying Course of Action 


The problem of numerous objections 
by the public to features of certain ac- 
cident and health contracts, ways of 
selling them, and methods of advertis- 
ing was discussed at length by Paul F. 
Jones, Illinois insurance director, and a 
committee of the accident and health 
industry at a meeting last week. This 
committee, headed by George F. Man- 
zelmann, president of North American 
Accident, will study the problem as pre- 
sented by Mr. Jones, and then will re- 
port its findings and recommendations 
to a larger committee of 25 representing 
all types of accident and health com- 
panies operating in Illinois. 








Barlow Marks 30th Anniversary 


The Barlow Agency Association gave 
a testimonial dinner to General Agent 
Harry E. Barlow of Springfield, Mass., 
on completion of 30 years with Con- 
necticut General Life Sept. 8. The din- 
ner closed a special 9-week production 
campaign. Leaders in the campaign 
included D. H. Allen and C. B. Rock- 
well of Springfield, M. D. Pomeroy, 
Holyoke, R. W. Redman, Amherst, and 
L. A. Barlow, Pittsfield. Executives 
from the home office included F. Ho- 
bert Haviland, agency vice-president; 
William H. Flanigan, secretary of the 
life underwriting department, and Rob- 
ert K. Metcalf, manager of the accident 
and claim departments. 

Mr. Barlow joined Connecticut Gen- 
eral in 1913 as manager for western 
Massachusetts. Besides life insurance in 
force totalling $16,000,000, Mr. Barlow 
and his staff have developed a large 
personal accident business in the terri- 
tory. Mr. Barlow is a former presi- 
dent of the Life Underwriters Associa- 
tion of Western Massachusetts and also 
of the General Agents & Managers As- 
sociation of Springfield. 


Corbyn Agency Sues Occidental 


The case of the Marmaduke Corbyn 
agency of Oklahoma City against Occi- 
dental Life, which the agency has rep- 
resented there for a number of years, 
will come up for hearing in federal 
court in Oklahoma City in October. 
The agency asks the court to determine 
whether its contract with the company 
had been breached and also whether 
the contract for office expense had been 
broken. If so, the plaintiff seeks $200,- 
000 damages. On a second action he 


seeks a declaratory judgment if the con- 
tract should be found breached. A third 
action asks judgment as to whether 
fraud was involved in the office expense 
contract. 








AN 
OPPORTUNITY 


(Not Previously Open) 
For Three 
DISTRICT MANAGERS 
in 
SOUTHERN 
CALIFORNIA 


The tremendous wartime 
growth and permanent indus- 
trialization of this area, 
which necessitated a decen- 
tralization of our Agency fa- 
cilities, has created an attrac- 
tive opportunity for three 
high-grade life insurance men 
who are capable of acting in 
a supervisory capacity. 


The Company is well estab- 
lished in the territory having 
ranked among the top ten in 
both production of ordinary 
and insurance in force in the 
state for the past 20 years. 


To the applicants selected we 
offer a direct Home Office 
contract providing salary, ex- 
pense account, office, secre- 
tary, commissions, and liberal 
pension plan. 


Please give us a complete pic- 
ture of your life insurance ex- 
perience in your first letter 
and also include age, family 
status, and Selective Service 
Order Number. Your inquiry 
will, of course, be held con- 
fidential until you authorize 
us to contact present em- 
ployer. 


Write: S-94, The National 
Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 
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Pension Trust Memorandum Issued 


(CONTINUED FROM PAGE 2) 





and future service in the case of certain 
insured plans. 

5. Item (f) of Section 19.23(p) (1)-2 
is required to enable the Treasury De- 
partment to determine (1) that there is 
not more money being put into the plan 
than is required to meet liabilities and 
(2) that there is not more money being 
put into the plan in any year for past 
service than the maximum past service 
deduction for that year. In the case of 
an insured plan, “equities” is intended 
to mean the measure of the insurance 
company’s liability to provide the bene- 
fits which, if not insured, would be a 
liability of the employer. They there- 
fore are better represented by the in- 
surance company’s reserve liabilities 
than by the cash value of the insurance 
policies. The question of whether or 
not cash values have vested in the em- 
ployes has no bearing on the determina- 
tion of the information called for by this 
item. 

6. In the case of an insured plan, the 
purpose of item (g) of section 19.23 
(p)(1)-2 is to enable the Treasury De- 
partment to verify the reasonableness 
of the premium rates charged. The 
bases indicated, therefore, should be 
those used by the insurance company 
in the determination of its premium 
rates. 


IV. Time Allowed for Compliance with 
Section 165 (a) 


1. If a plan meets the requirements 
of section 165(a) by Dec. 31, 1943, it 
will be considered as satisfying the re- 
quirements of section 165(a) (3), (4), (5) 
and (6) for the period beginning with 
the beginning of the first taxable year 
following Dec. 31, 1942, even though it 
does not meet these requirements at any 
time prior to Dec. 31, 1943. In other 
words, the compliance does not need to 
be retroactive prior to Dec. 31, 1943, for 
the purpose of determining the deduc- 
tion under section 23p. Such deduction, 
however, will be subject to the restric- 
tions of Section 23(p) of the new law. 

2. If, in order to comply with section 
165(a), it is necessary to take additional 
employes into the plan, these employes 
must actually be taken in by Dec. 31, 
1943; it would not be sufficient to amend 
the plan so that they would come in 
some time during the subsequent year. 

3. Serious thought is now being given 
to the amendment of the law to grant 
an extension of time beyond Dec. 31, 
1943, for compliance of plans already in 
existence. This extension might be 
granted until July 1, 1944, but it is un- 
likely to be as long as a year. 

V. Income to Employe 


1. The application of the rule laid 
down by the first sentence of section 
22(b)(2)(B) is obscure in the case of 
employes of an employer (such as a life 
insurance company) not subject to sec- 
tion 23. While it was thought an amend- 
ment to the law might be advisable, it is 
the intention of the Treasury Depart- 
ment to apply this rule as though the 
employer were subject to section 23(p) 


(1)(B). 

2. The second paragraph of section 
19.165(b)-1 refers to the question of in- 
compensated employes. A plan unduly 
by reason of the cash surrender value of 
an annuity contract. This rule is in- 
tended to apply in the case of all types 
of insurance policies as well as annuity 
contracts. 


VI. Intergration with Social Security Act 


_ 1. If there is no question of integrat- 
ing a plan with the benefits of the social 
security act, e.g., if all employes are in- 
cluded in a nondiscriminatory plan, there 
should be no difficulty over the use of a 
retirement age lower than 65. If, how- 
ever, a plan must be so integrated, an 
earlier retirement age than 65 can be 
used only if the benefits are first deter- 
mined according to a proper integration 
formula assuming retirement at age 65 
and then actuarially equivalent benefits 
are determined for the lower retirement 


age. In the case of existing plans call- 
ing for retirement below age 65, it is 
possible that special consideration and 
treatment will be given for prior pay- 
ments. 


Plan and Law Combined 


2. Section 19.165(a) (3)-1 provides that 
with respect to discrimination in classifi- 
cation under Section 165(a)(3)(B), the 
commissioner will consider whether the 
total benefits under the plan and under 
the social security act or under the so- 
cial security act alone establish a non- 
discriminatory system. It is also the in- 
tention of the commissioner to consider 
the plan and law combined in deciding 
whether there has been any discrimina- 
tion with respect to the proportionate 
number of officers, shareholders, etc., 
covered. On the other hand, the com- 
missioner might disqualify a plan as dis- 
criminatory if, regarded by itself, it cov- 
ered a disproportionate number of offi- 
cers, shareholders, supervisors or highly 
compensated employees. A plan unduly 
favoring shareholders would be particu- 
larly likely to be disqualified. 

3. Section 19.165(a)(3)-1 provides: 

“A plan supplementing the social secur- 
ity act and excluding employes earning 
$3,000 per annum or less will not, how- 
ever, be deemed discriminatory merely 
because, for administrative convenience, 
it provides a reasonable minimum bene- 
fit not to exceed $20 a month.” 

It is intended that this rule shall also 
apply in the case of plans integrated 
with the benefits of the social security 
act at a lower level, e.g., plans excluding 
employes earning $2,000 per annum or 
less. It is also intended that this $20- 
per-month minimum will be used as a 
measure of tolerance in passing on the 
discriminatory nature of any irregulari- 
ties resulting from the use of salary 
brackets or classifications. 


VII. Meaning of “Refunds of Premiums” 
Under Section 23(P)(1)(B) 


1. The meaning of section 23(p)(1) 
(B) and section 19.23(p)(1)(B)-1, with 
reference to refunds, was discussed at 
some length but it was decided that this 
subject should be left for further study 
and further discussion. What follows is 
therefore subject to subsequent amplifi- 
cation or revision. 

2. The question of whether or not di- 
vidend credits and returns to the em- 
ployer on account of late retirements 
should be considered “refunds of premi- 
ums” was discussed without satisfactory 
conclusion. During the course of the 
discussion, it was brought out that sec- 
tion 216-2 of the New York insurance 


law provides that a group annuity con- 
tract must give the policyholder or 
holder of a master contract the option 
of taking his dividends in cash or apply- 
ing them to the payment of any premi- 
ums due upon the contract. Credits or 
returns to the employer on account of 
corrections in age or other data are to 
be considered mistakes for which cor- 
rections are permitted and not “refunds 
of premiums.” 

3. The meaning of the word “equit- 
ably” in section 19.23(p)(1)(B)-1 will 
be determined by the commissioner in 
each instance. It does not imply any 
specific method of applying refunds in 
event of discontinuance of the plan. The 
contract need provide merely that the 
refund shall be distributed equitably 
without attempting to define in detail 
what that means. 


4. Section 19.23(p)(1)(B)-1 states: 

“All amounts refunded under an an- 
nuity contract shall be considered a re- 
turn of premiums to the extent that the 
amounts recovered do not exceed the to- 
tal premiums paid.” 

This rule is intended to be applied to 
the aggregate and not with respect to in- 
dividual employes. 

5. Section 19.23(p)(1)(B)-1 contains 
the following sentence: 

“Any amounts credited to an employer 
under an annuity contract toward the 
payment of premiums then or thereafter 
due and which are not refunded are not 
required to be credited against the 
premiums due for the current taxable 
year for the next succeeding taxable year 
but may be credited against premiums 
due for any taxable year.” 

This sentence was intended to permit 
an employer who had received a credit 
in excess of premiums due for one or 
more years to carry the excess credit 
forward and use it as an offset in sub- 
sequent years. It was not intended to 
permit an employer, solely for his own 
tax advantage, to postpone the applica- 
tion of available credits to future years. 

VIII. Miscellaneous 


1. If an employer with a fiscal year 
ending within the calendar year (i.e., 
June 30, 1943) establishes a complying 
plan as of a date prior to the close of the 
fiscal year but within the same calendar 
year (i.e., June 1, 1943) and makes an 
annual contribution to the trust within 
that fiscal year, he may deduct the en- 
tire amount of the contribution, if it is 
otherwise satisfactory. 

2. The distinction between a fixed per- 
centage of salary money purchase plan 
and a profit-sharing trust (where a maxi- 
mum contribution based on a percentage 
of salary may be fixed) is that under 
the former the employer is obligated to 
contribute a definite percentage each 
year, whereas under the latter he is not 


obligated to pay any fixed percentage of 
contribution—it depends upon the will of 
the management so long as the contribu- 
tion does not exceed the fixed maximum. 

3. In the case of a qualified pension 
trust under which individual contracts 
are purchased from an insurance com- 
pany by the trustee, there is no specific 
requirement with regard to the use of 
dividends. They may be used to reduce 
premiums or to accumulate to the credit 
of individual employes or to purchase 
additional benefits for employes (if such 
additional benefits do not produce dis- 
criminatory results) or may be allowed 
to accumulate to the credit of the trust. 





Compensation Plan 
Meets Approbation 





(CONTINUED FROM PAGE 3) 


revise its price upward. The committee 
proposed as a plan for a man entering 
the business for the first year 50, 15 and 
10%. For the second year 45, 15 and 
10%, and 2% service commission for 
life. For the third year the commission 
scale would be 40, 15, 10 and seven 9%’s 
with a 2% service commission for life. 
Therefore the man who entered the 
business and stayed in it for only a year 
would get nothing after the third year. 


Persistent Agents Rewarded 


The whole plan is for the benefit of 
the persistent producers who intend to 
stay in the business. The committee 
was not anxious to encourage the re- 
cruiting of temporary men or those who 
did not intend to make life insurance a 
permanent occupation. The committee 
members desired to evolve a scheme 
that would keep business in force, that 
would pay the agent for servicing it, 
that would keep him in touch with his 
policyholders and would reward him for 
work that he did after the policy was 
delivered. One of the greatest time con- 
sumers has been the demands on agents 
for service for which they received little 
or nothing. 

The committee recommended that any 
plan of revised compensation adopted 
be made voluntary. That is if an agent 
desired to retain his old contract, well 
and good. In this way there would be 
no stress or strain. The agents who are 
going to make life insurance a life work 
for the most part, would take the re- 
vised contract because it gives them 
compensation straight through life. 
Some of the more radical insisted on 
an attempt to be made to change the 
laws so that more money could be spent 
but that plea did not get very far. The 
committee believes that this new scale 
will serve to keep business on the books 
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because the agent will have an interest 
in it and will do his utmost to keep it 
from lapsing. 

This scale of commission applies only 
to the producer. The general agents or 
managers will have over-riding commis- 
sion and in the opinion of the commit- 
tee the resourceful, successful and serv- 
ice giving general agent will make as 
much money as he has in the past. In 
the course of their deliberations the fact 
was brought out that there are a num- 
ber of what might be called trick gen- 
eral agency contracts where the general 
agent has hocmene quite wealthy and yet 
has not given value received. Where a 
general agent is building an agency and 
giving his whole time and effort to that 
end the committee for the most part 
agreed that he is entitled to more than 
one who is merely supervising an office 
that aims to attract largely or only 
brokerage business. The present plan 
is intended to encourage general agents 
to get better men in the business. 


Other Subjects in Mind 


There are other subjects which the 
committee has touched on but no con- 
clusion has been reached. For instance, 
some of the members contend that there 
should be a salary arrangement for new 
agents but there should be provision 
that such a one can go on a commission 
basis when he so desires. The salary 
plan is expected to attract a higher 
grade of men at the start and it would 
be a talking point in recruiting. Many 
offices give advances or help a man 
financially in some way or other at pres- 
ent so the salaried plan would be a sub- 
stitute and that would give the general 
agent control over the agent’s time. 
Some of the members of the committee 
believe that the salaried system would 
do much to stabilize the business, would 
reduce the turnover and would appeal 
to far more and better men than the 
commission system. 

Another subject that has been infor- 
mally discussed is that of establishing 
some sort of service fee to agents on 
business where the commission limit 
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has expired. The agent conscientiously 
feels that he should continue to look 
after policyholders whether they can 
buy any more insurance or not. He 
gets nothing for it. Some of the agents 
claim that they should receive at least 
1% or 2% service fee for all business 
where the commissions have run off. 


Social Security Act 


Another far more ticklish question is 
the social security act. Agents on a 
commission basis do not come under 
that measure. The law does not apply 
to them. Should the law be amended 
so that agents soliciting life insurance 
or doing any other business on a com- 
mission basis be covered? There are 
some advantages and some disadvan- 
tages. It would place a company in a 
different relationship with the agents 
and it would give the government an 
opportunity to lay down rules which 
might be very embarrassing. 

Most companies that have adopted 
the revised scale have not used it in its 
entirety although the Equitable Society 
has put it into effect. Most companies 
have modified it in some way or other 
but basically they follow the pattern. 


HARRY T. WRIGHT’S VIEW 


Harry T. Wright of Chicago, Equit- 
able Society, former president National 
Association of Life Underwriters, who 
is chairman of its committee on compen- 
sation and who has been meeting with 
the Research Bureau members gives it 
as his opinion as a producer that the 
committee has made substantial prog- 
ress in what it has done. He stated that 
the members have been sincere in what 
they have set forth, they have been 
unselfish, conscientious, Mr. Wright 
agrees that what the committee is rec- 
ommending is for the benefit of the com- 
petent, service giving agent and the 
same applies to the general agent and 
manager. He expresses a hope that 
more companies will adopt the plan 
both in the way of commission and pen- 
sions. He opines that this will solve 
some of the problems confronting the 
business. 


CHICAGO. 


PROMINENT IN TAG DAY 


Mrs. Roy L. Davis of Evanston, IIL, 
wife of the former assistant Illinois 
state insurance director, who is now 
manager of the Chicago department of 
the Association of Casualty & Surety 
Executives, will take a prominent part 
next Monday in Chicago, it being tag 
day for Chicago “Have a Heart” chari- 
ties. There are some 50 agencies par- 
ticipating. Mrs. Davis is head of the 
Mary Bartelme Club which looks after 
girls that have been before the juvenile 
court. It is one of the most useful or- 
ganizations in the Chicago area. It now 
has two clubs, one at Austin and one at 
Evanston and is now figuring on start- 
ing a third one in Rogers Park, Chicago. 
Mrs. Davis’ group of taggers will be in 
the Continental-Illinois National Bank 
block. 














DANIELS HANDLES BROKERAGE 


A. W. Daniels has been appointed 
brokerage supervisor by Edmund E. 
Lamb, Chicago general agent of Colum- 
bian National Life. Mr. Daniels is a 
former general insurance agent who 
operated his own agency under the title 
of A. W. Daniels & Co. in Chicago. This 
office has been in business for five years 
and Mr. Daniels has been in the insur- 
ance business since 1932. He has wound 
up. the Daniels & Co. agency. He started 
with Travelers in Chicago. 





CHICAGO LEADS IN AUGUST 


Total paid business of $1,140,000 was 
recorded by the Chicago branch of 
Union Central Life in August. This 
total placed the branch in first position 
among the company’s agencies nation- 
wide. The Knight agency of New York 


was second and the Judd C. Benson 
home office agency, Cincinnati, third. 


Chicago is going this year at a rate 
that should produce about $6,000,000 of 
paid business in 1943. Herman A. 
Zischke is manager. 





Financial Section 
Program Announced 


(CONTINUED FROM PAGE 1) 


surance and the future development and 
welfare of the nation. ; 

Opening the program on the morning 
of Oct. 5 will be a talk on “Revenue 
Bonds—Are They Here to Stay?” by J. 
Willard Johnson, assistant treasurer 
Minnesota Mutual. Next will be a talk 
on “An Actuary Looks at Investments,” 
by W. P. Coler, vice-president and ac- 
tuary American United Life of Indian- 
apolis, Ind. He was at one time secre- 
tary and actuary for the American Life 
Convention. Mr. Coler will be followed 
by Dr. Nadler. 

No speaker is scheduled for the Tues- 
day luncheon. Arrangements have been 
made for a group luncheon, however, 

The session the afternoon of Oct. 5 
will be addressed by R. V. Fletcher and 
John L. Sullivan. Their subjects will 
be announced later. 

At the conclusion of Mr. Sullivan’s 
address the Financial Section will hold 
its business session and elect officers. 

The annual meeting of the American 
Life Convention is to be held on the 
afternoon and evening of Oct. 6 and the 
morning and afternoon of Oct. 7. 

The Legal Section meets on the two 
days preceding the gathering of the 
main body. 








Senator Bridges to Speak 


Senator Styles Bridges of New 
Hampshire, sponsor of Senate Bill 1016 
to permit deductions of payment of life 
insurance premiums from gross incomes 
for income tax purposes, will be the 
guest speaker at the luncheon meeting 


IN U. 5. WAR SERVICE 


Lieut. William T. Earls, who is on 
wartime leave as head of the William 
T. Earls Agency, Cincinnati, agency of 
Connecticut Mutual Life, has been as- 
signed by the navy to serve as a finan- 
cial adviser to officers and midshipmen 
at the Naval Academy, Annapolis, 
Lieut. Earls plans to receive a short 
leave Sept. 11 to go to Pittsburgh for 
the annual meeting of the Million Dol- 
lar Round Table of which he is a life 
member, 

Charles E. Sherer, general agent of 
Midland Mutual Life in Marion, O., has 
been inducted into the Seabees. His 
agency and company tendered him a 
going-away dinner. During Mr. Sherer’s 
absence his father, L. E. Sherer, who 
has been with the agency, will take 
over his sons duties. L, E. Sherer pre- 
sided at the dinner. The agency pledged 
loyalty to company and acting manager. 

. A, Hawkins, vice-president; R. C. 
Witherspoon, secretary; C. W. Grady, 
auditor, and J. G. Monroe, superintend- 
ent of agencies, represented the home 
office. 

The Marion agency has made rapid 
strides in the last year and is producing 
at the rate of $1,500,000 annually. Mr. 
Sherer is the fourth Midland Mutual 
general agent to go on leave of absence 
for service in the armed forces. 

Kennedy Dodds, formerly with the 
San Antonio agency of Union Central 
Life, has been promoted from major to 
lieutenant-colonel at Randolph Field, 
where he is engaged in administrative 
work. 











of the Chicago Association of Life Un- 
derwriters at the La Salle Hotel Sept. 
28. Senator Bridges will talk on “The 
Future of Life Insurance.” 

Invitations to the luncheon have been 
extended to Governor Green, Director 
of Insurance Jones, Senators Brooks 
and Lucas, and Mayor Kelly. 
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‘Sales Ideas and Suggestions 


to all of its mortgagees an announce- 
ment to the effect that it endorses the 


Plan Followed in Soliciting 
Farmers for Life Insurance 


W. J. Lucas of Mitchell, Neb., has 
been selling farmers life insurance for 
more than 30 years. He is an agent of 
New York Life. He says it is not nec- 
essary to drives 30,000 to 40,000 miles a 
year in his work. In the last 12 months 
he has secured 326 applications for 
$400,000 in new business and not more 
than 5% of it is outside of the radius of 
20 miles from Mitchell. People to 
whom he sold insurance 15 or 20 years 
ago are now the fathers and mothers of 
young people who are buying insurance 
today. 

He has seen the market among farm- 
ers change and develop in direct rela- 
tion to the change and development of 
the farm itself. When one considers 
the investment of money that goes into 
the average farm and its equipment— 
live stock, food for live stock, farm 
buildings necessary to its successful op- 
eration, etc., he will realize that the 
farmer is every bit as big a business 
man as his city neighbors, says Mr. 
Lucas. He is entitled to the same con- 
sideration as his city cousin. ; 

Careful planning, Mr. Lucas said, is 
needed to sell insurance in rural areas. 
In the past a farmer was considered a 
good natured outdoor fellow who had 
plenty of time on his hands. Today he 


is one of the busiest men in the country. 
He has a big job on his hands. He 
plans his time and he wants the life in- 
surance salesman to state his business 
promptly. 

Mr. Lucas says that his experience 
with the New York Life has taught him 
that it pays to concentrate one’s efforts 
in a small area because an agent can 
refer other policyholders to friends who 
will be known to the prospect. The 
salesman, he said, should know the 
farmer-prospect’s name and use it in his 
conservation for a man’s name, he says, 
is the sweetest sounding word in the 
language to him. Commenting further, 
Mr. Lucas says: 


Policies Mr. Lucas Sells 


“Plans of insurance for farmers have 
varied over the years, depending upon 
farming conditions and financial situa- 
tions. Today I find that farmers are 
interested in limited payment life poli- 
cies, particularly 30-payment life con- 
tract. The premium isn’t much higher 
than ordinary life, it is less than the 20- 
payment life rate and it has the appeal 
of the definite date it will become paid 
up, regardless of whether dividends are 
left with the company or not.” 








Gives Tips on Home Canvassing 





Tips on conducting home interviews 
are offered by Northern Life of Canada 
in its publication “Norlac News.” 

“Don’t be early to the appointment— 
or late,” the article warns. 

“Be careful not to set too early an 
hour for the home interview. Allow 
time for Mrs. Prospect to get the supper 
dishes out of the way and off her mind; 
let Mr. Prospect have an hour to look 
over the evening paper and ‘cool off’ 
after a busy day at the office. It is 
equally unforgivable to agree on a time 
for your arrival, then turn up late. 

“Wait until the wife is seated and 
ready to listen, before opening the pres- 
entation. 


Seek Wife’s Cooperation 


“Remember that the prime reason for 
the home interview is to make the wife 
an ally. To do this, it is both courteous 
and safe to see that she is ‘in on’ the 
whole discussion. If the prospect does 
not invite her in when the time is ripe, 
ask him if he would mind calling for her. 

“Keep away from the dining room, as 
a rule, 

“There are many underwriters who 
insist that the best plan is to sit around 
the table in the dining room, because it 
affords space for writing, but nine times 
out of 10 you will find that it is better 
to keep the interview on a free-and-easy, 
informal basis in the living room or even 
on the porch or lawn. 

“Maneuvering obviously to seat the 
Participants around the dining table im- 
parts an air of formality—a setting of 
the stage—that is apt to make the hus- 
band and wife wary or ill at ease. You 
can always adjourn to the roominess of 
the dining table later on, when the mat- 
ter gets down to brass tacks and more 
space is necessary. 

“Don’t be too slow in working from 
preliminary talk to the heart of the 
presentation. 

“Naturally, the first few minutes must 
be devoted to getting acquainted and 
putting the visit on a friendly, conversa- 
tional basis. But be careful to watch 
for openings that will soon enable you 


to swing gradually into the real purpose 
of your call. If you talk about the 
youngsters, or the weather, or the home 
team too long, such topics may monopo- 
lize the interest to such an extent that 
a switch to life insurance comes unpleas- 
antly or unnaturally. Besides, too much 
immaterial gossip may make your lis- 
teners think that you are not business- 
like. 

“Expect the discussion of the family 
situation to be frank. 

“In the home circle it is human for 
the husband and wife to speak more 
frankly about the family’s plans and 
situation than might be the case else- 
where. You should keep the talk hon- 
est, sincere, and unaffected. 

“Don’t let the talk wander away from 
the subject. 

“In the home sale, this is perhaps 
more difficult because the youngsters 
may dash in, or some other natural 
interruption take place. Be tactful, how- 
ever, and return inexorably to the point 
where the distraction arose.” 





Suggestions for Writing 
Mortgage Redemption Form 


H. L. Gundersdorff, agency organizer 
of Mutual Life of New York in Newark, 
has had considerable success in the sale 
of the mortgage redemption policy. The 
average life insurance sale, he said, is 
the result of the agent creating a situa- 
tion and covering it, but the mortgage 
redemption policy covers a definite need. 
The necessity of creating a situation is 
eliminated, as the prospect’s mortgage 
automatically creates the situation. Fur- 
thermore, a man with a mortgage on his 
house wants to guarantee the home per- 
manently to his family. It represents the 
fulfillment of a life’s ambition—the 
bringing up of a family in the surround- 
ings he had dreamed of. 7 

While it is true that anyone who owns 
a home is a prospect, better results have 
been obtained by contacting the “new 
home owners.” This does not necessarily 
mean the home was recently built but 
that the prospect has recently taken 


title and, new or old, it is his pride and 
joy. If it is a home that had another 
owner, the prospect is probably going 
to do some remodeling and conversation 
along this line will serve a good pur- 
pose. 

The newspapers contain lists of new 
home owners as reported by the various 
real estate agents. The small town 
papers are preferable, as they devote 
more space to news of this kind and go 
into detail, giving the old and new ad- 
dresses of the home owner. This en- 
ables the agent to know something in 
advance about the prospect before he 
calls. It is essential to follow up these 
leads immediately, as delay will invite 
competition. 

The wholesale method of prospecting 
for mortgage redemption sales is to get 
a bank, building loan or mortgage com- 
pany to agree to permit the agent to mail 





plan, and invite inquiries. A reply card 
is mailed to the institution endorsing the 
plan, and is followed up by the repre- 
sentative. “Your policyholders are an- 
other source of excellent prospects,” Mr. 
Gundersdorff says. “As soon as you get 
a change of address notice, inquire im- 
mediately. 

“After getting your list of names, 
write a letter to each one announcing 
the plan and enclosing return card. It 
is surprising to know that better results 
have been obtained when you write the 
prospect’s name and address in red ink, 
in your own handwriting, on the busi- 
ness reply card. Strange as it seems, 
apparently some people feel they are not 
committing themselves in seeking infor- 
mation when someone else signs their 
names.” 





Adequate Flexibility in Settlements 
to Become Increasingly Important 





Adequate flexibility in life insurance 
modes of settlement will become in- 
creasingly important as larger numbers 
of husbands and fathers are drafted, ac- 
cording to O. F. Grahame, associate 
counsel of the Massachusetts Protective. 
An authority in the settlement option 
field, Mr. Grahame was asked to give 
some of the fundamental principles that 
should be borne in mind in arranging 
such programs. 

There are always two changing condi- 


tions to be considered, said Mr. 
Grahame. First, family changes and 
second property changes. Children 


born after a policyholder’s death do not 
share in insurance although children 
born after a testator’s death do share in 
the estate even though they may be ex- 
cluded in a will. Thus, if the insurance 
is about all the policyholder leaves, it 
is extremely important that he take care 
of children born subsequent to his entry 
into the service. Then, Mr. Grahame 
points out, there will be many property 
changes as businesses cannot be con- 
tinued and some property will have to 
be disposed of if the policyholder is in 
the service. 

There is no use of providing an in- 
surance educational fund if other prop- 


erty which was supposed to maintain the 
policyholder’s family becomes non-exis- 
tent. In other words, there is no such 
thing as a settlement program if it is 
not correlated with the facts. 


National Service Insurance 


When a father goes into the service 
certainly those facts have changed and 
the program should be _ reconsidered. 
One factor which may balance the dis- 
appearance of other property may be 
the existence of national service life in- 
surance which he may take out from the 
government but weighted against this 
will be the possible existence of war 
clauses in some of the policyholder’s 
regular life insurance and this fact must 
be taken into consideration when con- 
sidering the new program. 

For instance, insurance left for one 
child might be subject to a war clause 
but the insurance for another child 
might be under an old policy and not 
subject to a war clause. Or the clean- 
up or mortgage fund might be subject 
to a war clause and the college educa- 
tion fund might not be, with unfortu- 
nate results. Situations like this open 
a fruitful field for the agent to render 
a real service, Mr. Grahame points out. 





Death Benefits Paid by the British 
Life Insurance Companies in 1942 





Death benefits paid by British life 
companies in 1942, the third full year 
of the war, decreased for the second 
consecutive year, the Institute of Life 
Insurance reports. These show that in 
spite of claim payments on war deaths 
in the armed services and among the 
civilian population, the 1942 total of 
death benefit payments was 7% less than 
in 1941, 9% less than in 1940 and 3% 
greater than in 1939. Total payments 
of death benefits, policy maturities and 
surrender values last year were 1% 
under the previous year, 9% under the 
1940 total. They were 6% under the 
1939 figure. 


Large Government Holdings 


The Institute says that the primary 
average of war aid by life insurance, the 
investing or reserve funds in govern- 
ment bonds, was still further expanded 
by British companies during the year. 
At the end of the year several companies 
had increased their government bond 
holdings to more than 40% of the total 
assets. The Institute states that the 
maintenance of benefit payments and 


financing aid demonstrates two funda- 
mental contributions of the life insurance 
business. First, that the institution of- 
fers a vital stabilizing force on the na- 
tional war economy, and second, that it 
carries on through wars as_ through 
other crises, without its fundamental 
strength and soundness being affected. 

Total premium income increased 5% 
last year, which was 8% over 1940 and 
9% over 1939. There was a continued 
drain on the personnel during the past 
year, companies indicating that from 30 
to 40% of their pre-war personnel are 
now in war service. 





Longer Time for Pa. “Exams” 


Commissioner Neel of Pennsylvania 
has put into effect a schedule of longer 
hours for examinations taken by pros- 
pective agents. Previously the length 
of time accorded was 1% hours, but 
after Oct. 1 it will be two hours. There 
have been several requests for a longer 
examination period due to transporta- 
tion difficulties, late train arrivals, and 
for other causes. 
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State Congresses Program 
of N. F. C. Complete 


The program for the annual meeting 
of the state congresses section of the 
National Fraternal Congress in Cleve- 
land Sept. 28 was announced this week 
by Harry C. Woods, secretary-treasurer, 
Stoneham, Mass. J. F. Fogarty, A.O.- 
U.W. of Washington, is president and 
Mrs. Clara B. Cassidy, Woodmen Circle, 
is vice-president. The program is: 


Report of credentials committee, H. 
Bruce Meixel, chairman Ben Hur Life, 
Philadelphia. 

Greetings, N. J. Williams, 
National Fraternal Congress. 

Reports of President Fogarty and Sec- 
retary-treasurer Woods. 

Address, Mrs. Grace W. McCurdy, N. F. 
C. vice-president, head of Royal Neigh- 
bors, Rock Island, III. 

Address, F. F. Farrell, manager N. F. C. 

Round table discussion, leader, General 
Attorney Lendon A. Knight, Royal 
Neighbors, Rock Island, Il. 

Election of officers and executive com- 
mittee. 

Installation. 


president 





W. O. W., Denver, Increase 


Woodmen of the World, Denver, had 
$1,166,586 in new business in the first 
six months, compared with $992,302 in 
the first half of 1942. Insurance in force 
for the first six months of this year 
declined $280,214. Last year the decline 
in the first six months was $945,672. 





Nebraska Congress Session 


The Nebraska Fraternal Congress 
will hold its annual meeting in Omaha 
Oct. 12. Guy B, Kirk, Woodmen of 
the World, is president; Dr. A. E. Mail- 
lard, Catholic Order of Foresters, first 
vice-president; Mrs. Ruth J. Marhenke, 
Woodmen Circle, secretary-treasurer. 





Kenneth S. Sansom, Milwaukee, Wis- 
consin state manager of Maccabees and 
active in the Milwaukee and Wisconsin 
fraternalism, has been commissioned a 
lieutenant (j.g.), in the naval reserve 
and is awaiting assignment to active 
duty. 

Fred A. Vider, secretary of the Slov- 
ene National Benefit, is confined to St. 
Anthony _ hospital, Chicago, with a 
broken hip joint. 





RECORDS _ 


Ohio National Life—August was its 
largest production month for the year 
to date. New business for the month 
represented a 55.4% gain over August, 
1942, and was the largest production 
recorded for that month in over five 
years. The H. C. Brogan agency of 
Lansing, Mich., and R. H. Moore, also 
of Lansing, led the field on an agency 








and personal basis for business written 
in August. 

Northwestern Mutual—For the fifth 
consecutive month an appreciable gain in 
new paid for business was shown with an 
August figure of $19,300,000, increase 
of 54% over the corresponding month 
last year. The marked upward trend 
in sales started with a 49% gain in 
April, following decrease in the first 
quarter as compared with the unusually 
heavy volume in the early months of 


1942. Increases in subsequent months 
were May, 33%; June, 38%, and July, 
47%. 


Kansas City Life—August production 
honoring President W. E. Bixby totaled 
2,924 applications for $6,465,706. On 
Aug. 20, 614 birthday applications for 
$1,633,484 were presented to Mr. Bixby. 
Total volume submitted topped that 
turned in during August, 1942, by a 
sizable amount. 

President Bixby received applications 
from every agency. 

Five anniversary months have passed 
since Mr. Bixby assumed the presidency. 
The total “August” business submitted 
in his honor during these years is 15,211 
applications for $31,626,978. 


Union Mutual Life, Me.—Paid busi- 
ness in August exceeded that for the 
corresponding period a year ago by 39%. 


New England Mutual—New business 
production, following consecutive gains 
since February, is now 15% ahead of 
the first eight months of 1942. New 
business paid for in July and August 
stands at the highest figure for these 
two months in the company’s history, 
despite the absence of no less than 
seven general agents and a large per- 
centage of field men now in the service. 


Security Mutual Life—Gain in paid- 
for in August was 75% over August, 
1942. Gain in paid-for during the first 
eight months of 1943 is 23%. Insur- 
ance in force increased 5.3% as of Sept. 
1 over Jan. 1, 1943. The D. T. Hersch 
agency of New York City continues to 
occupy first place. 


Union Central Life—Herman A. 
Zischke general agency Union Central 
Life, Chicago, was first with paid vol- 
ume in August of $1,140,000; Knight 
agency, New York, second; Judd 
Benson agency, Cincinnati, third. 

Atlantic Life—Paid business for Au- 
gust was 52% ahead of the correspond- 
ing month last year. Insurance in force 
increased in August more than $500,000. 

Berkshire Life—Production in Au- 
gust showed a 65% gain over August, 
1942. New business since March 1 has 
been 40% better than in the comparable 
period a year ago. The company had 
in effect this summer a special plan of 
operation which contributed to the pro- 
duction increase. 

Equitable of Iowa—New paid business 
in August was 32.8% greater than in 
August. 1942. August marked the ninth 
successive month in which substantial 
gains have been recorded. 

Total paid writings for the first eight 
months already have substantially ex- 
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Wartime Conferences 


“Streamlined” conferences are welcomed 
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no ceiling on friendliness. 
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ceeded the first 11 months of 1942. The 
sales record for the year to date is 
40.3% greater than the amount paid for 
in the corresponding period of last 
year. 

The total of life insurance in force 
was increased in August by $1,919,536, 
and the gain for the first eight months 
is $15,426,215. Insurance in force now 
totals $649,859,227. 

Ray Wernimont of Cedar Rapids led 
all agents in August paid business. The 
Portland agency was the leading 
agency. 

John W. Yates, California general 
agent of Massachusetts Mutual Life, 
closed the first eight months with a 15% 
increase in paid business, despite the 
fact that 70% of this agency force is 
now in the armed services. 

Albert E. Payton, New England Mutual 
Life, Los Angeles—Agency equalled its 
entire 1943 quota at the close of August. 

Wilmer M. Hammond, Aetna Life, Los 
Angeles—Reports a gain in paid for life 
insurance for the first eight months of 
35% 











|| ACTUARIES 


CALIFORNIA 


Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 


437 S. Hill Street 
LOS ANGELES 














582 Market Street 
SAN FRANCISCO 
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DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 
35 Years of Service 


160 North La Salle Street, Chicago, Illinois 
Tel. State 1336 











Favors Farm F H A Program 


A farm mortgage insurance program, 
along the lines of the FHA which Sen- 
ator Bankhead of Alabama has an- 
nounced he would sponsor when Con- 
gress reconvenes would help returning 
soldiers and sailors acquire farms and 
would make farm mortgages addition- 
ally attractive to investors by providing 
increased liquidity, the Mortgage Bank- 
ers Association said in a statement is- 
sued at its headquarters in Chicago. The 
association has been working for an 
FHA type of insurance for farms for 
the last two years. 





“Goop enough is not good enough 
for the man who would make his 
mark.” 


THE smaller a man’s mind is the longer 
it takes him to make it up. 





The 


A. O. U. W. 


of North Dakota 


THE PIONEER OF FRATERNAL 
LEGAL RESERVE SOCIETIES 


Provides All Popular Forms of 
Life and Disability Insurance 


A True Fraternal and a Mutual 
Life Insurance Association 


Home Office—Fargo, N. D. 








WALTER C. GREEN 
Consulting Actuary 
211 Wacker Drive 
Chicago 
Franklin 2633 














HARRY S. TRESSEL 


Certified Public Accountant and 


Actuary 
10 S. La Salle St, Chicago 
Associates 
ay -* A a. Franklin 4020 
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Haight, Davis & Haight, Inc. 
Consulting Actuaries 


FRANK J. HAIGHT, President 
Indianapolis—Omaha 

















HARRY C. MARVIN 
Consulting Actuary 


221 E. Ohio Street 
INDIANAPOLIS, INDIANA 




















MISSOURI 








CARROLL E. NELSON 


Consulting Actuary 


915 Olive Street, Saint Louis 
Central 3126 




















NEW YORK 
Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 
8 West 40th Street 








New York 











THE WOMAN’S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Bina West Miller Frances D. Partridge 
Supreme President Supreme Secretary 


Port Huron, Michigan 
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Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran and Linder 
116 John Street, New York, N. Y- 




















PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
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E. P. Higgins 
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NO NEED FOR BLINDFOLD 


SELLING 


Today the life underwriter has greater need than 
ever to conserve his time and energy. Aimless calls, 
based more upon hope than upon plan, consume time 
that is too precious. Blindfold selling is out. Skillfully 
prepared sales promotion helps are widely available 
and used to good advantage by successful agents. 


Fidelity’s lead service last year, for instance, pro- 
duced $2.86 in first year premiums for each name cir- 





...Not 40 


profitable 


Selling fans to Eskimos won’t 
pay off the mortgage on the 
old homestead... nor will 
educational policies hold much 
appeal for the middle-aged. But 


for juveniles . . . ah! Doesn’t the 





cularized. Many Fidelity agents abandoned blindfold cash register sound wonderful? 
selling twenty-seven years ago when the lead service 
What’s in your sales kit? A wide 


was launched. Since then more than a quarter of a 


billion of life insurance has been written as a DIRECT range of policies for juveniles? 
result. ... Annuities for elderly 
We are glad to have pioneered in this field—help- women?... Substandard facili- 


ing to wipe out blindfold selling for all agents. ties for the impaired? ... Par 
and Non-Par?...Group?... 
Wholesale?. . . Salary Savings? 
... A&H... including Income 


Indemnity? . . . Cooperation 


INSURANCE COMPANY 
PHILADELPHIA 


E. A. Roberts, President 


Ope IDELITY MUTUAL LIFE 


based upon practical know-how? 


Perhaps Continental Assurance 
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Nationally Known for Strength 
and Growth 
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INSURANCE COMPANY 











ASSURANCE COMPANY 


CHICAGO, ILLINOIS 


Affiliates : 


CONTINENTAL CASUALTY COMPANY 


HOME OFFICE « CHICAGO, ILLINOIS 


TRANSPORTATION INSURANCE COMPANY 
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Starting September 9th, your Government will conduct the 
greatest drive for dollars from individuals in the history of the 


world—the 3rd War Loan. 


This money, to finance the invasion phase of the war, must 
come in large part from individuals on payrolls. 


Right here’s where YOUR bond selling responsibilities 
DOUBLE! 


For this extra money must be raised in addition to keeping the 
already established Pay Roll Allotment Plan steadily climbing. 
At the same time, every individual on Pay Roll Allotment 
must be urged to dig deep into his pocket to buy extra bonds, 
in order to play his full part in the 3rd War Loan. 


Your now doubled duties call for these two steps: 
1. If you are in charge of your Pay Roll Plan, check up on 


it at once—or see that whoever is in charge, does so. See 
that it is hitting on all cylinders—and keep it climbing! Sharply 


Cte Bond Selling Responsibilities Double! 
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increased Pay Roll percentages are the best warranty of sufh- 
cient post war purchasing power to keep the nation’s plants 
(and yours) busy. 


2. In the 3rd War Loan, every individual on the Pay Roll 
Plan will be asked to put an extra two weeks salary into War 
Bonds—over and above his regular allotment. Appoint your- 
self as one of the salesmen—and see that this sales force has 
every opportunity to do a real selling job. The sale of these 
extra bonds cuts the inflationary gap and builds added post- 
war purchasing power. 


Financing this war is a tremendous task—but 130,000,000 
Americans are going to see it through 100°(! This is their own 
best individual opportunity to share in winning the war. The 
more frequently and more intelligently this sales story is told, 
the better the average citizen can be made to understand the 
wisdom of turning every available loose dollar into the finest 
and safest investment in the world—United States War Bonds. 


BACK THE ATTACK 4 With War Bonds! 


[his space is a contribution to victory today and sound business tomorrow by 
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